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Net Profits Drop, 4.46% to . 





New...for screen 


and combination 
doors of metal 


or wood 


No. 1106 Slide Lock, 


DEXTER LOCK 
DIVISION 


Dexter Industries, Inc., 


Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Galt, 
Ontario * In Mexico: Dexter Locks, Plata 
Elegante, S.A. de C.V., Monterrey * Dexter 
Locks are also manufactured in Sydney, 


Australia; Milan, Italy and Porto, Portugal. 


No. 1104 
Key-in-Knob Lock 


New brass or aluminum finishes, new tulip 
knob, new smooth-working functions in com- 
panion key-in-knob and slide locks. There's one 
for every screen and combination door — and 
each one is loaded with Dexter quality features. 
Tie bolt construction. Knob and lever handle 
are pressure cast aluminum. Solid steel spindle, 
stainless steel bolt, strike and escutcheons. Hard, 
lustrous finish of weather-protecting, baked-on 
aluminum or brass pigmented enamel. Adjust- 
able, surface-mounted strike; no edge hole re- 
quired — only three small cross holes — for fast, 
easy installation. Write for new brochure. 








No. 1104) —has long 
lever handle for jalousie 
doors. 
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or 


No. 1106J — has long 
lever handle for jalousie 
doors. 


No. 1102 Economy Slide Lock — same as 1106, 
but has standard knob instead of tulip design. 








No. 80 Dialmatic Door Closer — 
installs in minutes, adjust closing 
speed with twist of wrist. 

No. 45 Spring Chain Stop — zinc 
plated steel, easily installs on 
metal or wood doors. 


WORLD'S LARGEST MANUFACTURER OF LOCKS FOR SCREEN AND COMBINATION DOORS 
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G-P is first to package 
Fir Finish Lumber! 


Special heavy-duty plastic-coated paper, heat- G-P packaging prevents customer pick-over, yet 
sealed to keep out dust and moisture, now protects opens neatly for one-piece sale. Clear labeling, 
G-P Douglas Fir finish lumber until it’s used! _ big selection, helps this new finish line move fast! 
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SIZES 1x 3% 4"-5"-6"-8"-10"-12" (Also in 5/4” and 8/4”) FOR PRICES, call your local dis- 
tributor for G-P products. 
FOR PRODUCT INFORMATION, 


i 
! 
| 
Mt : : * 
1"x5" widths—4 pieces | iu. 19” widths —2 pieces | Print your name and address clearly 
i 
i 
i 
' 





LENGTHS 4'~ 5'=6'~ 7'= 8'~ 9'-10'-12'-14'~ 16’- 18’-20' leach length separately packaged) 


Se Saamaeserece gene 
PACKAGE 1”x3” widths —8 pieces 


in all above lengths 1”x4” widths —6 pieces 
(4/4) 





1”x 6” widths —4 pieces in margin below. Tear ot. pend to: 
1”x 8” widths ~3 pi Georgia-Pacific, Dept. 858, 
ort inact Equitable Bldg., Portland, Oregon. 
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1”x 12” widths —2 pieces 











GEORGIA-PACIFIC—Lumber & Hardboard + Pulp & Paper » Plywood & Redwood 


BUILDING PRODUCTS MERCHANDISER Circle No. 1 on Coupon, page 80 





Sell Marlite for top remodeling profits 


...every room in the home is a prospective sale 


In addition to kitchens and baths, Marlite’s wide 
range of sizes, colors and patterns make it ideal 
for living rooms, dining rooms, bedrooms, play- 
rooms, dens, recreation rooms, utility rooms— 
new or remodeled! 

One of your highest profit items both in per- 
centage and in total dollars of profit per sale, 
Marlite is perfect for remodeling. Nothing else 
does the job so well, quickly transforming old 
walls and ceilings into permanently beautiful new 


ones. The baked melamine plastic finish resists 
heat, moisture, grime, and stains. It stays like 
new for years with an occasional damp cloth 
wiping. 

Recommend and sell Marlite for any room — 
upstairs or down. Get complete information (plus 
new ad mats and radio announcements) to help 
you get started from your Marlite wholesaler or 
representative —or write Marlite Division of 
Masonite Corporation, Dept. 841, Dover, Ohio. 


© ® 
Marlite plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 5809 
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Coming in your August 18 issue———— 


“WHOLESALING ON THE MOVE” 


A 5-part field report, part of American Lumberman’s con- 
tinuing study of building material distribution, shows 
you how a merchandising wholesaler works; why deal- 
ers join a reserve supply; facts on a dealer-owned 
wholesaling firm; how a New York jobber makes service 
beat price and how a jobber works with dealers to sell 
hardwood paneling in Detroit. 


Also in the next issue a complete update of the DO- 
IT-YOURSELF BUSINESS as told by lumberyards coast-to- 
coast. 






















Find the firm going places...youll tind H R ESTON ESI 


PLASTER-LIME 


59332 Lanes. My. .UMrrey 4-8854 
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GREENVILLE 

EAST SIDE COLUMN 
Dixie Rd 


Shea 


Whether you operate one truck or twenty, you'll find that Firestone’s 
truck tire costs less per mile. Billions of miles of carefully kept fleet 


records prove it. 


Firestone has always built extra strength and long life into every Firestone 
truck tire. Now, even greater strength and longer wear are being built 
into Firestone truck tires through the use of Firestone Rubber-X and 


Firestone S/F (Shock Fortified) cord. 


No wonder that, now more than ever, more truck operators are changing 
over to Firestone tires. Ask about Firestone Rubber-X at your Firestone 
Dealer or Store. That’s the place for fast dependable service, too. 


TRANSPORT” SUPER ALL TRACTION® 


girestone 


Copyright 1958, The Firestone Tire & Rubber Company 
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BETTER RUBBER FROM START TO FINISH 


August 4, 1958, AMERICAN LUMBERMAN AND 




















ALIGNALOCK LATCHSET 
assembles in | | seconds! 


Outside knob fits into 
pre-grooved latch 
assembly. Through 
screws are non- 
loosening, pre-set... 


Inside knob, 

rose and slotted 
backplate snaps-on 
to pre-set screws... 


TWIST... and 
assembly is complete, 
alignment perfect. 
Time 25 seconds. 


What could be easier...simpler...faster? 


The improved AlignaLock assem- Ask your Sargent supplier to 
bly willsave youtime anddollars demonstrate the new AlignaLock 
in lock installation. Fewer parts assembly. Or write Sargent & 
—just 3 factory-assembled units— Company, New Haven 9, Connect- 
make installation quick, align- icut, fora FREE SAMPLE MOUNT. 


ment foolproof. - 


Natt boat ey ee 
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AMERICA’S NEWEST WINDOW MATERIAL 
R-V-Tex 500X is America’s newest low-cost window material 
. a runaway best seller! Tougher than any polyethylene-base 
clear material because it’s reinforced with non-sag, non-stretch 
Fiberglas! Lasts longer because it resists snags and tears. And 
low priced to reach all your trading area. 150’ rolls, 36” and 


72” widths, 4 mil thickness. Insist upon the original R-V-Tex .. . 
through your R-V-Lite* representative, exclusively. 


4 
a3 


CEL-0-GLASS...MORE USES THAN EVER 


Architects and decorators use Cel-O-Glass as never before, both 
indoors and out. Recommend and sell it for garden screens and 
windbreaks, fence heightener, panel doors and gates, in ad- 
dition to regular window and lighting purposes. More plastic 
per square yard, longer life assures customer satisfaction. 
Genuine, original Cel-O-Glass* available only through your 
R-V-Lite representative. 








SPALL TSS 


HISTORY-MAKING 
¢ R-V-TEX 

¢ CEL-0-GLASS 
¢R-V-LITE POLY 


4 F 


“TOUGH ALUMINUM-BLACK R-V-TEX 


Heat-reflecting aluminum on one side, black on the other, and 
really tough! R-V-Tex 600X is unlike any other polyethylene 
protective material. Reinforced with non-stretch, non-sag Fiber- 
glas. Sun resistance makes it ideal for any outdoor use. Profit 
through sales for tractor, automobile or machinery cover, silo 
and crib cover, stack cover, ditch and pond liner. 100’ rolls, 72” 
width, 8 mil thickness, or may be pre-cut to standard sizes with 
grommets at 2-ft. intervals. Demand the original genuine R-V- 
Tex.* Available only through your R-V-Lite representative. 


R-V-LITE WIDE POLY SHEETING | 


You can supply all your trading area’s polyethylene needs, 
from domestic to heavy industrial demands. Your R-V-Lite rep- 
resentative can help you maintain stock for all purposes, in 
any width (in either clear or black) from 36” to 40 feet, any 
weight, light, regular or extra-heavy. Take advantage of the 
fast-growing polyethylene market with R-V-Lite poly. 


Arvey CORPORATION JE aRaciraommn 


Since 1905 R cy 


* /R.V-Lite’, “R-V-Tex” and “Cel-O-Glass” are trade marks of Arvey Corporation, Chicago. Copyright 1958 by Arvey Corporation. 
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American Lumberman, August 4, 1958 


PROFIT SQUEEZE CONTINUES FOR LUMBER, HARDWARE DEALERS. 


Lumber retailers net before taxes dropped from 4.4% in 1956 to 3.8% 
last year. Gross margins were up 5.4% but increased operating costs quickly 
absorbed the improvement. Four pages in this issue give complete details. 





Hardware dealers in 1957 also reported lower profits. Figures released 
this month showed their net after taxes slid from 2.5% in 1956 to 1.9% last 
year. Little improvement was noted in stepping up margins--only from 29.7% in 
'56 to 30% in '57. Expenses took 27.8% in 1956, 28.5% last year. Expenses 
were not matched by increased sales. In fact the typical hardware store sales 
Slumped from $130,647 to $127,047 in 1957. 











STORES MAKING TOP RETURN WATCH THEIR PENNIES. 


About one third of all lumberyards and hardware stores are now consistently 
reporting excellent profits contra-to-the trend of other dealers. Several lum- 
ber dealer examples are cited in this issue reporting cost of doing business sur- 
veys across the country. A close study usually reveals that these better than 
average profits can be traced to an almost miserly attitude on all expenses. 





When the hardware retailers in the top third are studied total sales 
are not much different than unprofitable operations--$130,430 compared to 
$124,670. Margins, too, are about the same--29.8% to 31%. The big difference 
was expenses, 25% to 30.1%. 











Breaking expenses down total salaries were 16% for the top third, 19.2% 
for the laggards. The remainder can be traced to nursing every dollar on 
miscellaneous expenses--insurance, heat and light, deliveries, telephone, etc. 
The pay-off is the net after taxes--top third stores reported 5.9%; two thirds 
came up with a loss of 0.35%. 








MUTSCHLER SEES BIG FUTURE FOR STORAGE UNITS. 


The first through-the-house coordinated built-in storage collection to be 
mass produced is being shown this month by Mutschler Bros. at NAHB'S National 
Housing Center in Washington. All told 50 storage units styled by Paul McCobb 
are displayed. Made of birch the cabinets are in a variety of finishes, both 
natural grain and painted and with a choice of marble, tile, wood, or plastic 
tops. 





Widespread popularity for storage units could have tremendous implications 
for lumber dealers, jobbers and millwork manufacturers. Mutschler obviously 
believes there is a potential. Still in the millwork department, another sur- 
prise this month was the entry of Storkline, Chicago, into the kitchen cabinet 
field. They've been known for years for a fine line of infant furniture. 








BATTLE LINE DRAWN FOR BATTLE ON CEILING TILEBOARD. 


Acoustical tileboard, a longtime steady seller for many companies, has 
become a top profit item worthy of major promotional effort. This new "star" 
is getting top billing in ad budgets, point-of-sale allocations of money. 
Target for all this whoop-to-do will be the lumber dealer. Prospects will be 
directed his way, his showroom has been selected for a barrage of display tools. 





This trend surely doesn't make a lumber dealer unhappy. It's profitable 
business with many related sales on furring strips, nails, adhesives, staplers 
and other items. Keep in mind, however, that this is a new deal. Demand the 
best in sales tools, feel your way on colors, textures, buy in quantity for a 
bedrock price. 
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Compare it! New Kaiser Aluminum 


DIAMOND-RIB 
ROOFING IS 


STRONGER 


New Kaiser Aluminum Diamond-Rib roofing is stronger than any other standard 
aluminum roofing made! It’s extra wide, extra long, diamond embossed ... a sell- 
on-sight roofing that opens up a wealth of new profit possibilities for you! 
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Stronger. Rugged ribbed construction 
makes it stronger than .024” corrugated, 
stronger than V-Crimp, stronger than 
any standard aluminum roofing made. 





WATER DRAINS OFF HERE. 


CAN'T PASS BETWEEN THE LAPS. 











Can’t leak. A non-siphoning drain 
channel, built into every sheet of new 
Diamond-Rib roofing, prevents water 
from leaking between side laps. 


Extra wide, longer. Every sheet covers a 
net 48” width after lapping. 14’ and 16’ 
lengths are standard, and it’s also avail- 
able in 6’ to 12’ lengths. 


Nails to match. New screw thread nails 
are diamond embossed to match roofing. 
Larger head, screw thread, heavier wire 
size makes them drive right, hold tight. 





Diamond embossed. New diamond em- 
bossing gives it a distinctive appearance, 
improves glare diffusion. Diamond pat- 
tern adds to the strength of the sheet. 


New Skylight Panels. Now available. 
Diamond embossed. Translucent. Match 
Diamond-Rib roofing perfectly. Easy to 
apply. Full 48” exposure for more light. 


Brana new Kaiser Aluminum Diamond-Rib is the 
biggest news in roofing today. It offers unlimited 
profit possibilities. 


Entirely new in appearance, strength and quality, 
Diamond-Rib roofing costs you less than .024” cor- 
rugated. 


And it has more new uses than ever . . . carports, 
patios, garages, fences, residences, as well as conven- 
tional farm building uses. Its distinctive diamond 


embossed finish adds eye appeal wherever it’s used. 


Inventory? Simple when you stock Diamond-Rib. It 
comes in one width, one thickness, one diamond em- 
bossed finish. Pick the lengths you want to carry and 
you have a stock. 


Stock new Diamond-Rib roofing and Kaiser Aluminum 
gives you the full backing of its famous “On-The-Spot” 
replacement policy. If ever a sheet proves defective, 
you make immediate replacement on any claim up to 
$50 — without prior inspection by Kaiser Aluminum. 


SEE IT, COMPARE IT, STOCK IT! 


We’re certain that once you actually see this great 
new aluminum roofing . . . once you compare it with 
ordinary roofing . . . you’ll be convinced that there’s 
no better roofing on the market. 


Get full details on ordering from your Kaiser Alu- 
minum representative now. Or, write to — Kaiser 
Aluminum & Chemical Sales, Inc., Merchant Products 
Dept., Palmolive Building, Chicago 11, Illinois — and 
we'll see that you have complete information on how 
to be a Kaiser Aluminum stocking dealer immediately. 


— 
~ 


Kaiser Aluminum Backs Up Its Products... Backs Up Its Dealers! 


x 


KAISER 


| ALUMINUM 
THE BRIGHT STAR OF METALS 


See “MAVERICK.” Sunday evenings, ABC-TV Network. Consult your local TV listing. 
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Perry Mason helps you solve 


the case of the 
missing window glass sale 


on TV's top-rated detective series 


DURING AUGUST AND SEPTEMBER The Perry Mason Show will do a big, big 
selling job on quality window glass for you. Millions of viewers will see these hard- 
hitting L-O-F commercials and the merchandising aids that will identify your store 
with the window glass that people will be looking for. 

BE PART OF THIS PROMOTION! Don’t 
miss this window glass sales opportunity. Ask ¢ 
your L-O-F Distributor for the display and om 
merchandising aids to be featured on The 
Perry Mason Show...do it today! And 


above all... 


SPECIFY L-O-F QUALITY WINDOW GLASS 
every Lime you order! 


LIBBEY: OWENS: FORD 
a Great Name in Glass 


608 MADISON AVENUE, TOLEDC 3, OHIO 


August 4, 1958, AMERICAN LUMBERMAN AND 











BUILDING PRODUCTS MERCHANDISER 


GLAS 


Watch Raymond Burr as *‘ Perr) 
Mason’? on The Perry Mason Show, 
Saturday nhts, CBS-TV Network. 


117 statior 
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BARCLITE... 
GOING IN 
EVERYWHERE! 














BARCLITE is getting the big build-up inside the newest buildings ... home, farm, industrial! Wonderful Barclite is the translucent reinforced 
fiberglass panel that is recognized for quality... and profits! Nationally advertised to be used for partitions, room dividers, carports, patios, 
reception room fronts, skylights ... and for roofing, siding, glazing. Shatterproof, lightweight, weather resistant. Power-packed merchandising 
and sales aids in full color! Write up your share of booming Barclite profits. Contact your distributor for details today! 


BARCLITE CORPORATION OF AMERICA _ pep. at-s, Barclay Building, N.Y. 51,N.Y. 


*an affiliate of Barclay Manufacturing Company, Inc. 


No other standard fiber glass panel has earned all these seals! 
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NEW FROM BRUCE 


for remodelers 





BRUCE Crestwood FLOOR 


3/8” x 2” PREfinished strip flooring in an 
attractive, easy-to-handle nested 8 ft. carton 


Positions 
nail at 
proper angle 


to right depth 


POPULAR NEW "DO-IT-YOURSELF”’ 

FLOORING HAS THESE ADVANTAGES 

e@ %” thick solid red oak—endmatched and sidematched 

@ Very easy to install over old wood figprs or standard 
wood subfloor 

@ PREfinished for beauty and durability 

@ Nails and laying instructions in carton 

@ Packaged for protection and ease of storage and handling 
—weighs 34 lbs. 

@ Easy to figure and price—each carton contains flooring to 
cover 25 sq. ft. 

@ Stacks neatly—takes up little space 

@ Priced to compete with best resilient floor coverings 

@ Leads to sale of other products for remodeling work 

@ Advertised in “do-it-yourself” magazines 


FREE DISPLAY PANEL 

This attractive display really sells 
Crestwood. Actual panel of flooring 
with colorful sign tells the story. 
Display furnished free with initial 
order for 1000 ft. or more. 


MAIL FOR CRESTWOOD PRICES 
NEW BRUCE AND LITERATURE 


A. E. L. BRUCE CO. 
NAI LR ITE (BRUCE ) 1644 Thomas St. 


makes it easy to lay Memphis, Tenn. 
Crestwood Flooring 


This unique tool fits tongue edge of Name 
Crestwood, protects face of flooring, 
and prevents splitting of tongue. Posi- 
tions nail at proper angle and sets to Address __ 


right depth. Costs only $2.50. 


Send complete information to: 


Company_ 








Completely transparent 


The act of dropping the handkerchief is completely If you want more information on PENNVERNON 











transparent—even more so when seen through Window Glass and the many free merchandising 


completely transparent PENNVERNON Window aids available to help boost your PENNVERNON 





Glass. Here is window glass that provides re- _ sales, just contact the nearest Pittsburgh branch 





markably true vision, high abrasion-resistance, or distributor. Pittsburgh Plate Glass Company, 
brilliant reflectivity and a flawless surface on 632 Fort Duquesne Boulevard, Pittsburgh 22, 
both sides of the sheet. Its good looks and good Pennsylvania. 

visional properties make it unquestionably the 

best glass for the window sash you make or buy. PENNVE RNON® 

The distinctive label on each PENNVERNON light 


assures you of this. ...not just Window Glass 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 


» TR 
PWM eitrseurch pcate ciass COMPANY 
ANRIVERSART G 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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“Here’s why we're sold on 
handling the Armstrong Ceiling 
line through our wholesaler”’ 


_— : | — , . 
“He showed us how to make more money. United Ply- 
woods Corp. helped make ceilings a big business for our 
yard. Armstrong Ceilings are easy to sell, they turn fast 
and give us above-average profit margins . . . up to 12.4¢ 
on Textured Cushiontone alone. 


j 


To: 


Tes | @: 


“Our wholesaler is our warehouse. We have less inven- 
tory space tied up, less overhead, smaller inventory invest- 
ments. And United Plywoods’ fast fill-in service enables 
us to maintain our minimum stock quantities of the com- 
plete line of Armstrong Ceilings. 


cd 


“He’s a business associate, not a competitor. We don’t 
have the problem of buying from someone who's in com- 
petition with us. We know that United Plywoods is a 
wholesaler, and that he won’t bypass us by selling direct 
to builders or consumers. 


. % 
“He gives us valuable merchandising help. Our whole- 
saler’s salesman showed us how to display ceilings. He 
trained our men on how to sell them and gave us many 
promotional ideas that we've used successfully to build 
yard traffic and profitable ceilings sales.” 


The Armstrong Cork Company sincerely believes that the wholesaler is vital to the growth and prosperity of 


the Lumber Dealer. 


That is why Armstrong Building Products are sold only through established wholesalers. 


For the address of the one nearest you, write Armstrong Cork Company, 3907 Rieker Avenue, Lancaster, Pa. 


(Aymstrong BUILDING MATERIALS 


Temlok Roof Deck 


Temlok Sheathing Temlok Tile 


Cushiontone Ceilings 











WITH THE EXCITING SELECTION 
OF SALES-MAKING PATTERNS IN 


The Prefinished 
High-Pressure Laminate 
With A Thousand Uses 


The little chain of NEVAMAR chips, 
showing all the new colors and pat- 
terns in the line, can become an 
active sales-tool in your hands 

. « teamed with all the other 
NEVAMAR sales promotional 
material. Your customers will 


> ha in, hie ine " find patterns and colors that 

70 Different se en vl suggest more and more uses 
; 1 Mi : MG } in every type of building and 

ref if uti! remodeling. There’s a wide 

Colors and wf \ fi wa ‘ xt selection to choose from and 
D T igl hm ; kal NEVAMAR is stocked by con- 
4 r MS “iy veniently located distribu- 

atterns wire "i aa ee tors. NEVAMAR is building 
sales rapidly for dealers 


70 Sales Opportunities On ‘Wh everywhere. Why don’t 
The NEVAMAR Chip Chain chp you get into the act now! 


The NEVAMAR line includes a 
wide variety of designer-created 
novelty patterns and a complete 
selection of choice wood-grains 
that vie with the actual wood 
for warmth and beauty. Get 
your NEVAMAR chip chain now. 
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Look in the Yellow Pages 
for your NEVAMAR distri- 
butor or write to us. 


NEVAMAR DIVISION: 


ZZ, NATIONAL Pec cet Cnnony 


Saran and Nylon Filaments— Nevamar High-Pressure Laminates —Wynene Extruded and Molded Products 
’ N RK, N.Y. LONG BEACH, CALIF. @ MIAMI, FLA. @ PORTLAND, ORE. 
ee oe : NEVAMAR conforms to 


Charlotte, N.C.: 5640 Wedgewood Dr. . Memphis, Tenn.: 1008 N. Watkins . Indianapolis, ind.: 6479 River View Dr. NEMA ifications 
Chicago, Wi.: 4900 W. Madison Street 
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June Housing Starts Highest for Month Since ‘55; 
Upswing Reported by Dealers, Manufacturers 


at’s Happenin 


Many dealers caught with inventory down as builders suddenly 
start ordering in volume. Lumber shipments from mills above 


production. 


Evidence is building up fast from 
all sectors of the construction indus- 
try that housing activity is spurting 
ahead at a faster clip than most ob- 
servers believed would occur this 
summer. Prices of materials are firm- 
ing, with dealers filling in stocks 
which in many cases had dwindled 
to the lowest inventory point in years 
at the retail level. 

Nonfarm housing starts rose more 
than seasonally to 115,000 in June, 
with gains in both private and public 
housing, according to the U. S. Dept. 
of Labor statistics. Estimates are that 
the June figure was 15% above a year 
earlier and was the highest total for 
any month since August 1955. 

The expansion this year from May 
to June took place in all sections of 
the country, except the Middle Atlan- 
tic and West North Central states, 
where small declines occurred. 

Privately-owned — starts increased 
7% from May to 104,500 in June—the 
best monthly figure in two years. Sea- 
sonally adjusted, private starts in June 
were at an annual rate of 1,090,000. 
This rate was the highest since Aug- 
ust 1956 and was 19% above the 9- 
year low of last February. 

FHA demand. Market demand for 
FHA mortgages continued upward 
with a survey made as of July 1 
showing the 542% FHA-backed 
mortgages bringing an average net 
price of $99.1 per $100 of outstand- 
ing balance for immediate delivery 
transactions. 

VA increase. GI loan activity con- 
tinued strong during June, with ap- 
plications for home loan guaranty 
jumping 68.3% from May to 14,652 
applications. Appraisal requests for 
existing homes during May were up 
14.6% with the May figures of 12,157 
climbing to 13,936 during June, ac- 
cording to the Veterans Administra- 
tion. 

Construction starts on VA guaran- 
teed homes during June climbed 
40.4% from 6,043 to 8,482. This is a 
far cry from the fervent VA activity 
during 1956 when there were 26,393 


BUILDING PRODUCTS MERCHANDISER 


starts on VA homes—but it is a new 
high for this year and indicates a 
quick reaction to the easier VA terms 
recently authorized. 

Dealer sales. Reports to American 
Lumberman during July showed al- 
most a universal optimism based on 
actual orders in both new construc- 
tion and home improvement fields. 

A typical report was from Kansas 
City. The opening up of residential 
construction in the southwest on a 
sizable scale in late July found retail 
lumberyards short on dimension and 
there was a scramble to build up de- 
pleted stocks. Retailers, it was re- 
ported, were urgently in need of 
2x4s and 1x4s and mills were unable 
to fill orders. Retailers have placed 
more orders for dimension stock in 
the past two months than in all of 
the first five months of the year, ac- 
cording to mill sources. 

Good sales also were reported from 
rural areas north and west of Kansas 
City. Consensus of dealers interviewed 
in Nebraska and the Dakotas is that 
while their market does not provide 
large-scale new home construction, 
the remodeling business and farm con- 
struction have definitely shown gains 


AUGUST 4, 1958 


this summer compared to similar pe- 
riods in the past few years. 

For example, M. J. Higgins of Hig- 
gins & Coufal in Schuyler, Nebr., 
said: “Last year our sales were about 
50% of the boom years prior to the 
dry spell here. So far this year we are 
running about 50% ahead of last 
year. This means we will be within 
about 25% of our boom year peak.” 

Full speed for mills. As one result 
of this increase in local construction 
and ordering of materials, shipments 
of lumber mills reporting to the Nation- 
al Lumber Trade Barometer during 
mid-July were 14.3% above produc- 
tion and new orders were 35.5% 
above production. 

Manufacturers of other building ma- 
terials also are showing increases. For 
example, A. R. Fisher, chairman 
and president of Johns-Manville, re- 
ported considerable improved business 
conditions for J-M_ products. The 
Flintkote Co. “anticipates earning its 
dividends” in the second quarter as 
the company’s building materials lines 
are showing “a dramatic increase” in 
volume, according to George J. Pe- 
caro, president. The Celotex Corp. 
also reports an upswing in sales. “Cur- 
rent volume is running ahead of last 
year for the same period,” said Marvin 
Greenwood, vice president in charge 
of merchandising. He attributes the 
increase to new Celotex products as 
well as the renewed housing activity. 


Big Housing Bill Nears Passage 


The Senate after weeks of mark- 
ing time on an omnibus housing bill 
to permit behind-the-scenes maneu- 
vering to reconcile important differ- 
ences over the public housing and 
urban renewal provisions has now 
passed the measure and sent it to the 
House. The unanimous voice vote ap- 
proval finally came after a series of 
amendments were rushed through 
on the floor. 

The Senate bill liberalizes a number 
of FHA provisions, including one 
which would increase the maximum 
mortgage ceiling on Section 203 hous- 
ing from $20,000 to $25,000 on sin- 
gle family units. They also approved 
better terms on trade-ins and extend- 
ed the Title 1 program to Septem- 
ber 30, 1960. Other provisions in- 


cluded an increase on mortgage lim- 
its on Section 221 from $9,000 to 
$10,000 and from $10,000 to $12.,- 
000 for high-cost areas; a jump to a 
$20,000 limit for FNMA’s secondary 
operations and a hike in the loan limit 
for FHA Servicemens’ mortgage insur- 
ance to $20,000. 

Urban renewal hot potato. While 
public housing still is in the picture, 
it is rapidly taking a back seat as ur- 
ban renewal becomes more impor- 
tant. The Senate, for example, ap- 
proved a cut in public housing from 
35,000 units to 17,500 next year. But 
they authorized $2,475,000,000, near- 
ly $1 billion more than the President 
asked for, with the bulk of this ear- 
marked for a six-year urban renewal 
program. 
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WHAT'S HAPPENING 


Plywood Production Must be Tailored to Demand; 
Producers Need Mill Storage, Says G-P’s Cheatham 


Industry problems attributed to ‘growing pains’ at ply- 
wood convention. Roland Remmel elected president of NPDA. 


Manufacturers of plywood should 
maintain “orderly distribution _pat- 
terns’ and one way they can help 
themselves is to develop mill storage 
facilities to permit flexibility in man- 
ufacturing operations and _ provide 
better service to wholesalers and deal- 
ers, according to Owen R. Cheatham, 
chairman of the board of Georgia- 
Pacific Corp. 

Speaking before the 16th annual 
convention of the National Plywood 
Distributors Association in Corona- 
do, Calif., Cheatham said that ply- 
wood has shown a 20-fold market in- 
crease in 20 years, but that “plywood 
production has spurted ahead even 
faster than demand.” Manufacturers, 
he warned, must learn to curb their 
appetite for production in terms of 
demand for their product. 

“Most plywood mills have little if 
any storage facilities for the finished 
product and are consequently often 
under pressure to ship each day’s pro- 
duction as produced,” Cheatham said. 

New officers. At their annual meet- 
ing, the NPDA elected Roland R. 
Remmel, Southland Building Prod- 
ucts Co., Little Rock, Ark., as presi- 
dent; Thomas H. Hammer, National 


NEW NPDA OFFICERS (I. to r.)—Thomas 
H. Hammer, first vice-president; Roland 
R. Remmel, president and Jack Walker, 
second vice-president. 


Plywoods, Inc., Chicago, vice-presi- 
dent and Jack Walker, United Ply- 
woods Corp., Birmingham, Ala., 
second vice-president. Mahlon _ S. 
Munson was elevated to managing di- 
rector and secretary-treasurer. 

The asseciation went on record at 
the convention to urge producers and 
suppliers of plywood and building 
materials to “forthrightly state their 


OWEN R. CHEATHAM (left), chairman of 
board, Georgia-Pacific Corp., thanked 
for luncheon address at NPDA's 16th an- 
nual convention by retiring president Al- 
bert Hersh. 


sales policy.” A seventh paragraph 
was added to the association’s list of 
objectives, encouraging producers to 
market their products through 
stocking wholesalers. 

Cyrus D. Sweet, deputy administra- 
tor of the Federal Housing Adminis- 
tration, told the plywood men that 
there should be a total of 1.2 million 
to 1.3 million house starts this year. 





NLMA Wood Program Wins Support 
From Oak Flooring Producers 


The National Oak Flooring Man- 
ufacturers’ Association welcomed a 
record number of nine new members 
at its recent mid-summer meeting in 
Memphis, Tenn., and voted to par- 
ticipate in the NLMA million-dollar 
wood promotion program to expand 
the overall market for wood products 
in the decade ahead. 

Principal speaker Mortimer B. 
Doyle, Washington, D. C., executive 
vice-president of NLMA, in outlining 
plans for the wood promotion activi- 
ties, predicted a sharp rise in popu- 
lation in the ’60s, with the nation 
building 2 million homes a year by 
°70, 2% million by ’80. “This outlook 
presents a welcome challenge to the 
lumber industry, which must gear it- 
self now to take advantage of the 
great opportunities which the future 
holds,” he said. 
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Holton Rush, president, Greenhaw 
& Rush, Inc., Memphis, which con- 
ducts the NOFMA advertising pro- 
gram, reported that oak floors are 
growing in favor. . .more and more 
top decorators, he said, are turning to 
use of exposed oak floors as opposed 
to complete floor covering. There is 
a rising interest, he added, not only in 
natural finished oak but also in oak 
floors which are colored to harmonize 
more directly with room color plans. 


New NOFMA Members 


New NOFMA members welcomed by > coal 
dent W. W. Miller, Jr., Johnson City, Tenn 
were: Burroughs-Ross-Colville Co., McMinn- 
ville, Tenn.; Commonwealth Lumber Co., 
Murphy, N. C.; Ealand-Wood Lumber Co., 
Jasper, Tex.; General Oak Flooring Co., 
Nacogdoches, Tex.; Grissom-Rakestraw Lum- 
ber Co., Burnside, Ky.; Martin Lumber Co., 
Gilmer, Tex.; Miller & Co., Selma, Ala.; 
Thomson Oak Flooring Co., Thomson, Ga; 
and Tibbals Flooring Co, Oneida, Tenn. 


THE FIRST SHIPMENT of vitrified clay 
pipe produced at the new $1 million 
plant of the Logan (Ohio) Clay Products 
Co. was delivered to the Ellettsville (Ind.) 
Lumber Co. Charles P. Miller (left), Lo 
gan's Indiana sales representative and 
Don Mayo, manager of the Ellettsville 
yard, are shown welcoming the arrival 
of the 4”, 4’, king-size lengths of clay 
pipe. King-size clay pipe in 6” and 8” di- 
ameters and in 4’ and 8’ lengths also 
will be manufactured in Logan's new 
plant, which has a capacity of 30,000 
tons of finished ware annually. 
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GROUND IS BROKEN at Orland Park, Ill., site of new Beatty Lumber Co. clear-span 
building of 6,000 square feet now under construction. Left to right, Richard Leyerle, 
assistant secretary of the Beatty firm; H. Raymond Beatty, vice-president; Raymond 
Shank, manager of the Orland branch; Roy Benson, president of Orland Park Cham- 
ber of Commerce and Bob Miller, local building commissioner. 


New Store Trend Continues Among 
Lumberyards, Architect Says 


James N. Lindenberger, Chicago 
architect and consultant to American 
Lumberman along with his staff of 
specialists, said that his assignments 
for new and remodeled stores in lum- 
beryards continues at a high pitch, 
with 19 major construction projects 
either completed or under construc- 
tion. 

Lindenberger is now located in 
new, expanded offices and design 
quarters at 59 E. Monroe, Chicago 
3, Hl. 

The Lindenberger staff has devel- 
oped new layout and architectural 
planning for the following companies: 


New Stores Under Construction: 
Diamond Match Co. Concord, Calif. 
I.N.R. Beatty Lumber Co. Orland Park, 
Ill. 

Dawson’s Broad Ripple Lumber & Supply 
Corp. Indianapolis, Ind. 


C. B. Nettleton, Inc. Covington, Va 
Standard Mfg. Co. Appleton, Wis. 


New Stores Completed: 

Bloedorn Lumber Co. Fort Morgan, Colo 
H. H. Troup & Co. Kankakee, III. 
I.N.R. Beatty Lumber Co. Tinley Park, 
Ill. 

Smith Lumber Co. Grand Rapids, Mich. 
The Saginaw Lumber Co. Saginaw, Mich. 
Wilks Lumber Co. Monett, Mo. 

Cook Lumber Co. Greensburg, Penna. 
Cicero-Smith Lumber Co. Lubbock, Texas 


Stores Being Remodeled: 

Thames Lumber & Mfg. Co. Montgom- 
ery, Ala. 

Joliet Lumber Co. Joliet, Ill. 

Yellow Sheds Lumber Co. Traverse City, 
Mich. 

H. J. Munnerlyn, Inc. Bennettsville, S. C 
Stores or Sheds Already Remodeled: 
Grimm Lumber Co. Evansville, Ind. 
Red Mill Lumber Co. Traverse City, 
Mich. 


New Entry into Flakeboard Field 


A new plant designed to produce 
25 million square feet of flakeboard 
annually for the building industry is 
now in operation at Tyrone, Penna., 
for the West Virginia Pulp and Paper 
Co. The new plant is operated under 
a newly-created Building Boards divi- 
sion, headed by J. Lynne Ferner. 


BUILDING PRODUCTS MERCHANDISER 


Westvaco flakeboard will be sold 
largely in eastern and midwest mar- 
kets through building material whole- 
salers and retailers, according to John 
Holdsworth, formerly of Masonite 
Corp., sales manager of the Building 
Boards division. 

Manager Ferner said that Westvaco 


Lumber Price Report 
Shows Firming Up 


BALTIMORE—Softwood markets 
here are stable, with only about $2 
per M increase in fir. Plywood here 
is up from $64 to $72; dealers are 
quoting prices on car-to-car basis. 
No change reported in hardwood 
prices although dealers are more op- 
timistic concerning hardwood sales 
than in the spring. 


TACOMA—Prices_ generally are 
holding firm. Sheathing plywood 
steady at $106 a thousand square 
feet, for example. Most operators 
have fallen in line with a price boost 
of sanded fir plywood from $68 to 
$72 a thousand on %” AD, an- 
nounced by Georgia-Pacific. 


SEATTLE—Plywood pegged at 72 
cents for 44” AD here. Shingles and 
cedar siding are holding steady. There 
is a strike threat among shingle weav- 
ers in Oregon and Washington; this 
includes all working men in the shin- 
gle mills. 


KANSAS CITY—A rush for lum- 
ber by contractors found retailers 
here short of supply and difficulty 
has been encountered in_ getting 
prompt shipments. The biggest volume 
of ordering by retailers in more than 
a year and half was reported. This 
has resulted in shortages with mills 
cutting 16’ lengths to meet 8’ orders 
on dimension, with resultant firming 
of prices. All prices were at list, with 
no concessions. 


flakeboard differs from many other 
particle boards in that it is made from 
virgin wood harvested to specification 
for the Tyrone operation. The plant 
uses aspen wood. Ferner explained 
that most existing particle boards util- 
ize wood wastes as a raw material. 

The company claims that the new 
board can be jointed, grooved, rout- 
ed, rabetted, planed and sanded as 
easily as wood itself. 

In all of its operations, Westvaco 
employs 14,000 people and has annu- 
al sales of more than $200 million. 


HYDRAULIC HOT PRESS, left, is heart of 
new million-dollar Westvaco flakeboard 
plant now in production at Tyrone, Penna. 
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LUMBER MAP 


OF FINE 


NORTHERN 
HARDWOODS 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service. 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re- 
quirements in all Northern Woods. 





* Subsidiary of 
Goodman Lumber Co... caiumet & Hecle, Inc 


Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock, White Pine ond Bass- 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





*Copeland Lumber Co...... . Chicago, Ill. 
Mills—Marquette and Newberry, Michigan 


Sales Office — CHICAGO — 228 N. Lo Salle St. 
Hardwoods. 


Planing Mills and Dry Kilns. 





*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hord Maple and Oak Flooring. Strip, Herringbone, 
Block patterns. Custom kiln drying. Upper grades 
Hard Maple and Birch lumber, rough. 





*Roddis Plywood Corp se emi om Falls, 


Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich 
Roddis Lb. & Veneer Co., Ltd. 
Soult Ste. Marie, Ontario, Can. 


Complete stock N. Hdwds., Hemlock, W. Pine, Ce- 


National Gypsum Completes New 
Mill; Announces New Products 


Completion of a multi-million dol- 
lar asbestos mine and mill at Thetford 
Mines, Quebec, has been announced 
by National Gypsum Co., together 
with a statement from chairman 
Melvin H. Baker that the Buffalo- 
based manufacturer will introduce al- 
most 20 new products during the sec- 
ond half of this year. June sales for 
National were almost $1 million ahead 
of June, 1957. 

The majority of the new products 
to be marketed this year are intended 
for the housing market, Baker said, 
adding “at least $2 million to Nation- 
al’s sales this year.” 

Baker cited a new asbestos-cement 
siding material as one of the new 
products. A new plastic finish for as- 
bestos-cement products introduces a 
color brilliance and uniformity im- 
possible to achieve with conventional 
production methods, the gypsum pres- 
ident said. 

As a result of the new Quebec mine 
and mill and the new products, Na- 
tional expects to expand sales greatly 
to the residing industry. 


Weldtex Patent Upheld 


U. S. Plywood Corporation’s patent 
on Weldtex, a striated plywood panel, 
has been held valid and infringed by 
Georgia-Pacific Corp. in a decision by 
the U. S. Court of Appeals for the 
Second Circuit. This decision, handed 
down July 1, reversed a contrary rul- 
ing by the U. S. District Court, and 
the issuance of an injunction stopping 
the infringement was directed. 
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CHANGES DESIGN OF GRADE MARK— 
The California Redwood Association, 
San Francisco, has changed the design 
of the grade mark on redwood lumber 
inspected by one of its own inspectors 
or by a grader of a company whose 
grading is supervised by these inspec- 
tors. The new grade mark (left) will 
appear on redwood lumber as soon as 
stocks using the old design (right) are 
depleted. The association's inspectors 
now will be known as the Redwood In- 
spection Service and the new grade mark 
incorporates the initial letters (RIS) of 
the name. 


Radford Not on Strike 

In reporting the millwork strike in 
our July 7 issue The Radford Co.. 
Oshkosh, Wis., was listed as being on 
strike. This was a error. The Rad- 
ford Co. negotiated a two-year con- 
tract with Local 1363, Carpenters & 
Joiners of America running to May 7, 
1960 prior to the strike and at no 
time ceased operations. Radford’s La 
Crosse, Wis., warehouse has also 
signed a new union contract running 
through May 16, 1960. The only strike 
ever called at Radford’s was in 1937 
against the old War Labor Board de- 
lays in approving wage increases ac- 
ceptable to both management and la- 
bor. 


LU-RE-CO DOMINATES HOME SHOW—The DeVille Lumber Co., Canton, Ohio, occu- 
pied the complete stage at the Canton home show last month, using Lu-Re-Co. wall 
panels to simulate a new house, with two model kitchens, a model bathroom and 50 
different wall and ceiling materials on display inside. A swimming pool and sun 
house were also part of the DeVille display. Ray C. DeVille said that the dramatic 
display was relatively inexpensive because the Lu-Re-Co panels were sold prior to 
the show, delivered to a job site afterward. The whole promotion was geared to 
help local contractors sell homes, DeVille said. 


dor Pred., Maple, Birch, Fig. Hdwd. Ven‘r‘'d Doors 
Plywd. Modern Dry Kiln facilities. 





tMember Maple Flooring Mfrs. Assn. 


*Member Nerthern Hemlock & Hardwood Mfrs. Assn. 
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FLINTKOTE STORY BOOK HOUSE 


oa 


its retail value and the value of the other 


Who'll win this fabulous big-family dream 
prizes listed in “The Price is Right’’ showcase. 


house? * Some lucky listener who can guess 


Flintkote on famous 


TV program to help move 
your building products 


What does it all mean to you? 
More and more acceptance for your Flintkote Prod- 
ucts ... greater prestige for you locally as a Flintkote 
Dealer because of this coast-to-coast promotion. In 
short, it makes your selling job easier. 


See the Flintkote Story Book House on 
NBC-TV’s “The Price is Right.’”’ Promotion 
breaks coast-to-coast Thursday, August 7th. 

Continues until September 4th. 


23,000,000 TV listeners will see the Flintkote Story 


+ A trademark of The 
Flintkote Company 


BUILDING PRODUCTS MERCHANDISER 


Book House—see Flintkote Seal Tabt Roofs... In- 
sulrock ceilings...Van Packer Chimneys...Tile-Text 
and Tile-Tex Flexachromet floors in actual use! 
Thousands of prospects right in your own area. 
14,000,000 Magazine fans will read about the Flint- 
kote Story Book House. MacFadden Publications 
plan a whopping tie-in starting August Sth. 
e 8 full-color pages of the Flintkote Story Book 
House in TRUE Story, PHOTOPLAY and RADIO-TV 
MIRROR. 


e 4 pages in TRUE LOvE, TRUE ROMANCE and TRUE 
EXPERIENCE. 


) Promotion Timetable... 


lip out and save 
Clip l Flintkote Story Book House. 


August 7th Teaser announcement. Slides of Flintkote 
Story Book House will be shown. 


August Main promotion dates. Home audience will 

14-21-28 be asked to estimate the retail value of “Show- 

case”’ which includes the Flintkote Story Book 

House as main prize. Complete description of 

Flintkote products used in house will be given. 

September Announcement of the Flintkote Story Book 
4th House winner. 


Note: Check your local paper for time and station. 


| MATERIALS 


30 Rockefeller Plaza, New York 20, N. Y. 
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“Stampans” Caer he 
Seavty Thnovel he Goce ef SCREEN ENCLOSURE blends well with any style of architecture 





Shipped and sold completely knocked : 
down in 3” x 3” box. Available in p f e p t S FE | 
3’-4’-5’ lengths. Eight foot flat and cor- re qd e lO creen ne osure 
ner Columns with scroll Also Available. 
This new patio enclosure features all 
patent pending anodized and rigidized aluminum roll 
formed grooved sections, full framed 
screening and is roofed with colorful 
translucent fiberglass. Aluminum roof- 
ing coated by a special process is also 
available. The patio enclosure is con- 
structed of heavy 1”x2” roll formed tub- 
ing which functions both as framing for 
the screen mesh and as a structural part 
of the entire framework of the enclosure 
Dealers receive from the manufacturer 
lengths, usually 20’ of rolled 2”x2” rec- 
tangular aluminum tubing, which are 
joined together with corner locks and 
bolts to form the framing. The tubing 
has a receiving channel into which fiber 
glass or aluminum screening is splined 
If the panels are very large, a cross bar 
can be attached to give added support 
The enclosure is said to be easily and SCREEN SECTION is made of heavy 
quickly put together by simply bolting 1798” val Sormed ratbimnuier tae 
the sections together. The lightweight g 9- 
screening sections are easy to install and 
remove. If desired screening may be re- house jalousie window sections. Build 
placed by vinylite panels for privacy and ers and dealers recently viewed the en 
Check these reasons you too, should colorful effects. Standard storm sash can closure for the first time at Lombard, 
be reaping profits. be installed when complete, weather Ill., where Giase Bros. are building 600 
tight enclosing is desired. Storm sash new homes. The enclosure is manufac 
°.\ Neer Meund Soles goes on the outside of the screen sec- tured by American Screen Products Co 
tion with “C” clips. Framing can also Northlake, TIl 
High Mark-ups 
Free Sale Aids itehng Dende ane 
No Inventory-Space Problem . 


For ‘‘Do-It-Yourself'’ trade or Your Own 
Installation 
Adjustable! For Level or Stair Installa- 


\ w46@ 
> 
(£055 ence (NSTALLATION 





Write Today 


to: ELITE FABRICATORS 


Dept. D-7-A 
Bel Air, Maryland 














~ , 
Gentlemen: Please send me the sales story on © Ceoss Bene. 
Adjusto-Ease Decorative Iron and ‘‘Home { 
craft'’ Aluminum Rail ‘: Hf | = es 

| 1 = 
Name { | <fione é 4 ; | 
Address . = sh Bs 
SCREEN FANEL 

(©) fe ING ANCHORAGE CORNER ASSEMBLY 





——— Zone 


Jobber 
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APPLICATION DETAIL showing wall anchorage corners, panel joining and bracing. 
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A NEW PROMOTION PROGRAM 
TO HELP YOU 


S all, Ganages 


Now is the time dealers welcome ideas for garage 
and carport selling. Let Weyerhaeuser’s new Ga- 
rage Promotion Kit help you sell these profitable 
jobs. Show prospects a wide selection of attrac- 
tive, yet practical garage designs. Point out the 
advantages of wood construction . . . how Weyer- 
haeuser 4-Square kiln-dried structural lumber and 
various types and patterns of 4-Square siding 
make it possible to erect a sound garage that 
will harmonize with any home. 

The Weyerhaeuser Garage Promotion Kit is a 
timely selling tool. Here’s what you receive: 
NEW GARAGE CATALOG: A supply of colorful 
815" x 11” catalogs showing 25 modern garage 
and carport designs. 








ne 





DESIGN NO. 2518 


These designs illustrate the variety in the Weyerhaeuser 
Garage Catalog. Some designs feature breezeways or 
porches. All have space for storage. 











DESIGN NO. 2520 





LUMBER AND BUILDING PRODUCTS 


DESIGN NO. 2523 


Here are two of the 25 attractive designs in the new 
Weyerhaeuser Garage Catalog. There are both one and 
two-car designs in a variety of styles. 
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PROSPECT MAILER: A quantity of envelope stuffers 
to stimulate interest in garage construction. 


SHOWROOM DISPLAY: A large, colorful center 
display poster identifying your yard as ‘‘Head- 
quarters for Garage and Carport Ideas’’. . . plus 
six two-color pennants with selling messages and 
illustrated garage designs. 
DISPLAY RACK: A colorful wall or counter dis- 
play stand to hold your garage literature. 
ALSO AVAILABLE: When you order the Garage 
Promotion Kit, the following materials will be 
furnished free of charge: 
Free newspaper ad mats and radio scripts, 
available on request. 
For your contractors, the new, idea-packed 
‘Building News’’ will be mailed free by Weyer- 
haeuser to the names you furnish. 
THIS BIG GARAGE PACKAGE is another Weyer- 
haeuser service to help you obtain a larger share 
of new business. The promotion is yours for a 
small investment. Ask your Weyerhaeuser Dis- 
trict Representative for full details. 


Weyerhaeuser Sales Company 


FIRST NATIONAL BANK BUILDING « ST. PAUL 1, MINNESOTA 
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22 Markets for Building Material Dealers 


Merchantable 


Construction Markets 


(Creative Sales) 


New Home Market (Creative) 


. Single family homes 
. Public housing 
. Resort and recreational 


housing 


. Conversion to multiple units 
5. Apartments and hotels 
. Duplexes 


The Home Improvement 
Market (Creative) 


fs 
8. 


9. 
10. 


General remodelling 

Repairs, replacements and 
maintenance 

Additions and expansions 

Awnings, canopies and 
eee eee 


. Waterproofing ee 
. Gutters and downspouts .... 


Specialty Selling Markets 
(Creative) 


13. 
14. 
iD. 
16. 


17. 


18. 
LS. 


Kitchens 

Roofing, and siding 

Insulation 

Outdoor living and garden 
supplies 

Attic and basement conversion 
recreation family rooms 

Combination windows and doors . 

Exterior painting 

Interior decoration and wall 


21. Hardwood panelling 
22. Floors and floor coverings 
. Wall treatments and perforated 


boards 


24. Acoustical treatments 
. Ceiling treatments 
. Built-ins, storage walls and 


cabinets 


. Air conditioning 

. Porches and patios ............ 
29. Fences and gates 

. Heating equipment 

. Plumbing equipment 

. Electrical supplies and 


fixtures 


. Termite prevention 








BUDGET FOR 1958 
No. | Dollars | Est. 
at | a Net 
Jobs | Sale Profit 











BUDGET FOR 1958 


No. | Dollars | Est. 
of | of Net 


The Farm Market (Creative) Sie '|--tate ede 


34. Barns and housing for live 


35. Storage building and housing 
for produce 

36. Sheds and housing for 
machines 

37. Prefabricated buildings, metal 
and wood 

38. 

39. 


Specialty Buildings (Creative) 


40. Garages, breezeways and 
carports 

41. Motels 

42 

43 


Miscellaneous Markets 

(Creative) 

44. Impulse merchandise 

45. Hobby markets and home 
workshops 

46. Do-it-yourself markets 

47. Hardware and home equipment 

48. Appliances 

49. Tools and tool rentals 

50. Commercial and industrial 


~} 


Four Autogenetic Markets 

(Non-Creative Sales) 

52. Commercial, industrial and 
institutional new construction 


53. Government construction 

54. Road building 

55. Commercial, industrial and 
institutional building 
improvements 


Totals 











With the opportunity to creatively divert a larger share 
of the consumer’s dollar and to capture the more than 
50% of production volume that is by-passing him, 
through 15 types of competition—the dealer holds the 
greatest profit chance in the distribution part of the 
American economy. 

Art Hood 
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Re New SILENT TREATMENT 
EE for doors will give 
EE your jock sales 
ee 


~ 


aou™ 
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It’s LOCKWOOD’'S new 
friction-freee NWLON BOLT 


(OPTIONAL) 


Only LOCKWOOD 'R’ Series 


gives you ALL these features: 


knobs are fully reinforced 
wea ded * ATTRACTIVE — non-corrosive, lasting finish 


EXTRA SECURITY — 


bolt h tra | th ; . : : 
<n * DURABLE — good for a lifetime of service 
ENDURING SECURITY — 

solid brass 5 pin cylinder. 

STEEL MECHANISM — These days it’s the unusual, the unique feature that 


case hardened retractors. clinches many a sale. Here’s the hottest sales-maker to 
CONCEALED THRU-BOLTS — hit the lockset business in a dog’s age: Lockwood’s 
penne mam soaves. NYLON BOLT for residential interior door locks and 
er RSS T mee —— latches — made from Dupont industrial nylon. 
equalized knob projection R ‘ find i hich! ff ; 
atailers ¢ a highly effective sales cli 

euoice OF OPERATION — etailers n . it a hig , ales clincher 
by turn or push button. not only because it’s new and different but also because it’s 
PANIC-PROOF — extremely practical from an appearance and functional 
inside knob is never locked. standpoint. 

If your jobber can’t supply you, write for full details. 


LOCK WoOoOoD 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, FITCHBURG, 
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"_.and I save all the cost % | 


" 4 
every year! c ee 


| 
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ONLY C4alional Adding Machines have Live Keyboard’... 
plus 13 other vital Owner-Operator features! 





Peeeeee2e@eoaone2e2e2e22en 


Never before haveso many time-and-effort- . Automatic ciphers. i ys 
icles | | ya adi . Rugged duty construction. A essen Be ne Pa wy ae 
saving features been placed on one adding i cekisal teadetbele chine pays. or itself with the time 
; ‘i . and-efiort it saves, continues sav- 
machine. Compare them—feature by fea- . Four-way paper space control. sas 6a onal peal, Glas haloes 
ture—with any other adding machine: . Three-way repeat. day saved with this National will, 


(quietness and beauty, too! ) in the average office, repay 100% 
a year on the investment. See a 


demonstration on your own work, 
Call nearest National branch office 


or dealer. See phone 
book yellow pages. a> 


“Live” keyboard. 
- Instantly adjustable keytouch. Reduce hand-motion and effort up to 50% 
. Automatic clear signal. 7 _ iad, MGT Bee 
with National’s exclusive “Live” key- 


1. 

2 

3 

4. Subtractions print in red. 

5. Automatic credit balance prints in red. board, instantly adjustable to any oper- 
6 


. Automatic space-up of tape when total ator’s touch. Every key operates the motor 
prints. —so you can forget the motor bar. No 

7. Large answer dials. : 
; more back-and-forth motion from keys to 
8. Easy-touch key action. 
9. Full visible keyboard. 


ee 


motor bar. 


THE NATIONAL CASH REGISTER COMPANY, pvayrron 9, on10 
989 OFFICES IN 94 COUNTRIES 
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There is no fundamental improve- 
ment in the profit picture for the 
lumber dealer. This fact is seen im- 
mediately when one studies the nine 
“cost of doing business” surveys con- 
ducted by lumber dealer associations 
for 1957. 

Dealers did improve their mark- 
ups by 5.4% but this was quickly 
cancelled out by increased cost of do- 
ing business. Profits were further re- 
duced by bigger discounts to custom- 
ers. Many dealers also found their 
working capital tied up and as a re- 
sult they had to pass up discounts 
from suppliers. 

New profit declines. The 1957 net 
before taxes of 3.84% compares un- 
favorably with 4.46% in 1956. By 
way of contrast, the net profit before 
taxes was 4.5% in 1955 and 4.2% 
in 1954. 

The year 1957 reflects a general 
decline in new home building with 
attendant competitive contractor rela- 
tions. It also reflects a growing number 
of dealers who have successfully 
adopted new management techniques, 
plus greater emphasis on store sales 
and remodeling with resultant in- 
creased profits. A few examples: 

Top performers. While the aver- 
age dealer was working for his 3.84% 
there were individual dealers who did 
much better. For example: 


¢ A Chicago area dealer in the $500,- 
000-$1,000,000 volume range had a 
net profit on sales before taxes of 
8.78%: (average in that region did 
3.31%.) 


* A Florida dealer reported a 
12.4% net profit on sales; (average 
there did 3.8% in 1957.) 

* A Michigan dealer in the $250,000- 
$450,000 volume range had a net 
profit on sales of 10.32%; (the aver- 
age was 1.44%; lowest in the nine 
surveys.) 

* A Tennessee dealer reported net 
profit on sales in 1957 of 19.9%; 
(average there was 3.82%.) 


BUILDING PRODUCTS MERCHANDISER 


[MANAGEMENT 
Earnings Drop 13.9% 


Smaller net the result of .. . 


* Less sales per employe 
* Less recovery of bad debts 


* Bigger discounts given customers 
* Smaller discounts taken from suppliers 


* Higher executive salaries 





* A dealer in western Washington 
reported net profit on sales of 
14.62%; he was in the $150,000-$3,- 
00,000 volume bracket. (Average net 


profit on sales for this area was 
3.47%. 
Inventory turnover. Accounting 


theory says that the oftener you turn 
inventory, the more you boost your 
profit. The surveys show this is not 
always true; other factors step in to 
compensate. In Florida the reporting 
dealers turned their inventories 6.6 
times in 1957; yet this top-turn figure 
results in a net profit only midway 
between the top and bottom of the 
net profits list. In Michigan where the 
inventory turn was 3.56 times, the 
net profit was 1.44% while in the 
Northwestern association region the 
lowest inventory turn (2.53 times) re- 
sulted in a near-top average net profit 
on sales—4.43%. 


Return on investment. If we were 
to invest in some listed security we 
would ask about the return on our 
money. Four of the nine associations’ 
reports give this figure for their areas; 
dealers in Florida reported an aver- 

















age return on investment of 15.89%; 
in the Northwestern association area 
this figure was 7.47%; in Tennessee 
dealers averaged 9.72% on invest- 
ment, down from 11.74% the year be- 
fore; in the Pacific Northwest the re- 
turn On investment was an average of 
4.84%. 

Employe efficiency. Sales efficiency 
is often measured by annual sales per 
non-mill employe. Two surveys re- 
ported this figure; in Michigan this 
was $30,802 for 1957, down from 
$32,707 in 1956. In Tennessee this 
item was $28,485 in 1957; no com- 
parable figure for 1956 was given. 

The following associations supplied 
data for the exclusive American Lum- 
berman report: The Lumber Trade As- 
sociation of Cook County, Ill.; Flor- 
ida Lumber & Millwork Association; 
Intermountain Lumber Dealers Asso- 
ciation; Michigan Retail Lumber Deal- 
ers Association; Montana Retail Lum- 
bermen’s Association; Northwestern 
Lumbermen’s Association; Tennessee 
Building Material Association; Lum- 
bermen’s Association of Texas and the 
Western Retail Lumbermen’s Associa- 
tion. 





Typical Dealer Performance 


1957 1956 

Net sales 100% 100% 
Gross profit on sales 25.18% (9 states) 23.87% (6 states) 
Operating expenses 21.71% (9 states) 20.24% (6 states) 
Executive salaries 3.72% (8 states) 3.44% (5 states) 
Operating profit 3.39% (9 states) 3.66% (6 states) 
Net profit on sales 

before income taxes 3.84% (9 states) 4.46% (5 states) 


Composite averages using the reports 


small medium and large dealers. 


from nine associations covering 














MANAGEMENT GUIDE Cost of Doing Business 


Operating Ratios Nationally 


There is no generalization between net earnings on 
sales and operating expenses, as reported by dealers in 
the association surveys tabulated below. While Inter- 
mountain dealers who chalked up the highest net earn- 
ings percentage had low operating expenses, equally 
low operating expenses in Florida produced a consi- 
derable lower net earnings on sales. The figures also 
show that Western dealers, with the highest operating 
expenses of all (24.89% ) marked up only average net 
earnings for 1957. 

In Michigan, where cash-and-carry outlets have been 
making inroads, the average dealer apparently is adding 


to rather than squeezing his gross profit. At the same 
time these Michigan dealers have the highest operating 
expenses and the lowest net earnings on sales. The large 
cash-and-carry yards in Michigan and elsewhere claim 
their operating expenses at about half of the dealers 
reporting to the survey digested below. 


In final analysis it appears that dealers in the Inter- 
mountain area are thriving most successfully in these 
competitive times. They realized a 26.53% gross profit 
on sales with net earnings at 5.47 an increase in 
net earnings percentage of .17% over 1956. 





Gross 
profit 
on sales 


Operating 
expenses 


Net earnings 
on sales 
before taxes 


Operating | 
profit 
on sales 


Executive | 
salaries 











| Cook County, lll. 25.26% 


21.15% 


N.A.* N.A. 





3.72% 3.31% 





21.7% 


Florida 97. 1%% 








24.82% 


| Intermountain 24.02% 








26.63% 


Michigan 05 64% 





29.42% 


Montana N.A.* 





24.62% 


| Northwestern 24 50% 








Tennessee 23.3% 
24.2% 








23.8% 
22.8% 








27.08% 
N.A. * 





| Western 





* N.A, (not available) 
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MANAGEMENT GUIDE Cost of Doing Business 


Best Return by Northwestern Dealers 


Sales Under $175,000 


ee 

| Intermountain 
(Under 

| $150,000) 


(Under 
$125,000) 


7 
| 
f 


100% 


| Net sales 


| ae 


Cost of sales 


SS - 


ee —=+ 
} 


100% 


72.91% 


+ 


73.90% 


Michigan | Northwestern Tennessee 


(Under 
$75,000) 


100% 


Western 
(Under 


$150,000) 


Texas 
(Under 


$100,000) 


(Under 
$175,000) 


100% 100% 100% 


13.1% 


Florida 
(Under 
$175,000) Average 


100° 


100% 


| Gross profit 27.09% 26.10% 26.9% 


-—_——_—_————_—_- 


| Operating expenses: 


Executive 
salaries 
Other salaries 
and wages 
Total operating 
expenses 
| Profit from 
| operations 
| Net profit before 
| income taxes 


Qasr SSSR 


* N.A. (not available) 


Sales Under $300,000 Michigan on the Bottom 


— — ye 





a —-—_— 


T 








| Intermountain 
($150,000- 
$250,000) 


($125,000- 


Michigan | Northwestern 


($ 75,000- 
$200,000) 


Western 
($150,000- 
$300,000) 


Texas 
($100,000- 
$200 ,000) 


Tennessee 
($175,000- 
$270,000) 


Florida 


($175,000- 
$270,000) 


Average 








| Net sales 


100% 





| Cost of sales 


73.35% 





| Gross profit 


26.65% 





Operating expenses: 





Executive 
salaries 








Other salaries 
and wages 





Total operating 
expenses 





Profit from 
operations 








Net profit before 
income taxes 








| 100% 





100% 100% 


16.5% 15.4% 


26.83% 


23.5% 24.6% 


——-- —--+ 





* N.A. (not available) 
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73.17% 


100% 


100% 





74.0% 


25.6% 











MANAGEMENT GUIDE Cost of Doing Business 


Sales Under $450,000 Top Profit by Intermountain Dealers 





| Florida 
| ($270,000- 
$430,000) | 


100% 


| Northwestern | Tennessee | Texas | Western 
| ($200,000- | ($270,000- | ($200,000- | (Over 
) | $350,000) | $430,000) | $400,000) » | $300,000) 
—= ae 

100% 


73.35% 76.45% 


Cook County | Intermountain | Michigan 
($250,000- 


Hl. (Over 
(Under $500,000) | $250,000) | $450,000) 


- — 
een pea irs 
| 

1 

| 








100% 100% 


aa 

“100% =| 100% = & 
ae —E _ 
75.4% 

— 


73.38% 


| Net sales 
— ieee 
| Cost of sales 








73.80% 
= aes | 


Gross profit 26.20% 


75.6% | 78.2% 


== 








26.62% 26.65% 23.55% “24.6% 24.4% 


| Operating expenses: 


Executive 
Salaries 


Cther salaries 


and wages 9.5% 


8.58% 








Total operating 


expenses 21.23% 


20.23% 
| Profit fron 
| operations 


SS — 


Net profit before 
| income taxes 6.56% | 
ht, Oe a a i Rae Ee 

* N.A. (not available) 


1.56% 


Sales Over $450,000 Northwestern Again Leads 


| Florida 


($430,000 
and over) 


100% 


Texas 
($400,000 
and over) 


Tennessee 
($430,000 
and over) 


| Northwestern 
($350,000 
and over) 


a T 
Cook County, Ill.| = Michigan 
| ($500,000 | ($450,000 
and over) and over) 


es En 


100% 100% 


Average 














| 


100% 100% 100% 


| Net sales 





Cost of sales 


— 


Gross profit 


| 


75.55% 


16.6% 


78.4% 


76% 





23.4% 





24.45% 





| 


——— 


Operating expenses: 
| 
| 





————+—_____+—____+ __ 
} } 
; ee .e Bee poe oe | 





Executive 

salaries 
+——}—AAA + 
| Other salaries 

and wages 








| 


Total operating | 
| 
| 


expenses 


a 





Profit from 


operations 3.95% 


————SSS eee 


Net profit before 
income taxes 








3.51% 


NN 























* N.A. (not available) 
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Standard size: one pint of 
Latex, 5 pounds of powder. 


y-N 1 a - il eoy-V- me - 1-10): 4 oe) ee 


Same color 
as concrete, 


Economy size for large jobs 


Large size: one quart of Latex, 
10 pounds of powder. 


and for contractors: one gallon 
of Latex, 40 pounds of powder. 


It’s the newest thing in patches! It 
sells itself to homeowners, odd-job 
men, contractors . . . and keeps ’em 
coming back for more: 


e Just the thing for smooth-patching 
rough concrete floors or roof decks 
... filling cracks... leveling, patch- 
ing steps and dozens of other jobs. 


Phenomenal “patching action’’— 
Flintkote Latex Cement Patch sets 
in an hour or less for most jobs... 
sticks tight .. . won’t shrink. 


Easy to handle. All the user needs 
is a trowel. 


eo] 


e Comes with Latex (liquid binder) 
and powder (dry, cementitious 
filler) all in one package. 

And to make your selling job easier... 


Flintkote Latex Cement Patch comes 
packaged in 3 popular sizes .. . to 
suit every need ... from “‘do-it-your- 
selfers’’ to the large-job contractor! 
Folders and other merchandising 
aids available. 
Contact your Flintkote distributor 
for your supply. Or write: The Flint- 
kote Company, Building Materials 
Division, 30 Rockefeller Plaza, N. Y. 
26: N.Y. 
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J&L NAILS... 


now standard in new 50 Ib. carton 
and the familiar 100 |b. carton 


...at no extra cost: 


Nail inventory is more complete 
with J&L’s new 50-pound card- 
board carton, now available at 
no extra cost. 

J&L’s colorful 50-pound car- 
ton, made of 275-pound test 
board, is tough and durable with 
a two-piece telescoping design. 
Hand holes facilitate handling. 

The full-weight carton is only 
seven inches high. Other dimen- 
sions are 9” x 9”, 10” x 10” or 
11” x 11”, depending on the nail 


size. The new package permits 
fast, easy stacking with no waste 
of storage space. 

In addition to the standard 
cartons, J&L’s fast turnover 
line of nails is also pre-packaged 
in one-, five-, 10- and 25-lb. boxes. 

Next time you order, ask for 
J&L controlled-quality nails. Get 
name of your nearest supplier by 
writing to Jones & Laughlin Steel 
Corporation, 3 Gateway Center, 
Pittsburgh 30, Pa. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 
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GER-PAK-THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM 





GER-PAK Film over studding ends the problem of sweating sidewalls. 








Designed 
To Meet FHA 
Requirements 


Take advantage of the big profit potential in 
versatile GER-PAK Film! Dozens of on-the-job 
construction uses and on-the-farm agricultural uses 
build your volume. Unmatched as a moisture-vapor 
barrier in sidewalls, under concrete slabs, in crawl 
spaces. Perfect, too, for mulching, silage, and 
plastic greenhouses. Suggest GER-PAK Film to 
your builder and farmer customers and watch it 
move! Order a supply today. 


Under concrete Inclement weather Greenhouses Equipment cover 


CHOICE DISTRIBUTORSHIPS OPEN in some areas. slabs protection 
Write for facts. 


NEW, COLORFUL ADVERTISING—Pre-sells in the 
most-read, most-influential architectural, builder 
and farm magazines. 


FREE SALES AlDS—Counter cards, swatch cards, ___ Virgin Polyethylene Film 

displays, ad mats and other valuable aids available Gering Products, Inc., Kenilworth, N.J. 
through distributors. poo----------CLIP AND MAIL NOW !-------------4 
LARGEST SELECTION OF WIDTHS—From 10 in. 1 Goring Products, Inc., Kenilworth, N.J. 7 


Please send me complete information and samples of 
up to 40 ft. wide. GER-PAK polyethylene film and Miracle Tape. 


CHOICE OF COLOR—NATURAL, opaque wis 
WHITE, sunlight and weather resistant BLACK. 





Address 
EASY-TO-HANDLE PACKAGING — Even Sika City Zone 
40 ft. widths come conveniently pack- % 2 


k sii litle 
aged in 10 ft. cartons. swe a 
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Sales Opportunity in Suburbia—I 








OLCUTT ST. 








YARD 
LUMBER 
STORAGE SHED 
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BASIC PLAN for Middlebush Center with The Building Center store and lumberyard at left and other retail stores at right. 


Neighborhood Shopping Plaza 


With Lumberyard as the Hub 


Where formerly was only a crossroads grocer and a coal yard, 
a planned shopping plaza has arisen in Middlebush, N. J., built 
around a retail materials yard and store. Here is how dealer Sam 
Pillsbury brought needed shopping facilities to a community changing 


from rural to suburban character. 


It sometimes takes a full generation 
for many business men to become “pil- 
lars” in their communities. But Samuel 
Pillsbury, a transplanted New Eng- 
lander, received this distinction almost 
overnight in Middlebush, N. J. 

In fact, there are some who say 
that Sam is the father of a “reborn” 
Middlebush—a typical countryside vil- 
lage which has been transformed with- 
in recent years into a town of subur- 
banites. 

Some of the old-timers of Middle- 
bush, disturbed by the steady influx of 
population, have accused Pillsbury of 
instigating or accelerating the increase 
of new residents. But other long-time 
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residents applaud the lumber dealer 
for his valiant efforts to establish and 
maintain quality construction in the 
mushrooming community and for ful- 
filling the need for a convenient neigh- 
borhood shopping center. 

“Coming into a new community 
which is amidst a change in character 
due to population growth is not with- 
out its pitfalls,” said Pillsbury. “Let me 
warn that there are tough obstacles to 

(continued on page 38) 


SAM PILLSBURY, owner of The Building 
Center and creator of the revitalized 
‘‘Middlebush Center’’, looks toward a 
lifetime of service to his community. 
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OVERALL VIEW of Railroad avenue, Middlebush, N. J., site 
of The Building Center's neighborhood shopping plaza. In 
foreground are original buildings of Railroad avenue; in back- 
ground are new structures of Dealer Pillsbury’s planned plaza. 


“BUILDING CENTER” retail mart is 
‘Community center for lumber and 
building materials, hardware, paint 
and specialties as well as home plan- 
ning and home improvement ‘‘pack- 
ages.’ The Building Center is a 
franchised Lu-Re-Co building system 
dealer. Interior view of the store is on 
next page. 


DRUG STORE and other retail shops 
are now in the building shown at 
right, which is similar in design to 
The Building Center and is located 
diagonally across the street from the 
lumber company. Eventually the same 
facade design will be incorporated 
for the entire block of Railroad ave- 
nue. 
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SHOPPING PLAZA 


(begins on page 36) 





overcome. One particular problem is 
an inbred antagonism of certain estab- 
lished families against any new com- 
mercial enterprise.” Zoning prohibi- 
tions are probably the best weapons 
these people can use against a new- 
comer, Pillsbury added. 

“However, after patiently explain- 
ing the character of my business and 
of my shopping-plaza plans, the major- 
ity of local citizens realized that I was 
not an impersonal corporation set to 
speculate with land in Middlebush, but 
that I would be a permanent resident 
myself and that I wanted to create a 
high standard of construction and give 
the community a planned rather than 
haphazard shopping center,” Pillsbury 
said. “All the problems were ironed 


LU-RE-CO HOUSES built on sites owned by Dealer Pillsbury in Middlebush. Pillsbury 
plans to maintain a minimum inventory of lots as part of planning service to home 
prospects and also as service to customer contractors. 
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out and today there is practically uni- 
versal support for our projects.” 

Professional counsel. According to 
Pillsbury, there are innumerable com- 
munities of similar character as Mid- 
dlebush. Primarily a rural area, sub- 
urbanites have been invading the com- 
munity from nearby New Brunswick 
and created a need for shopping facil- 
ities as well as for a one-stop building 
materials center. 

What Pillsbury purchased when he 
came to Middlebush five year ago was 
a deteriorated coal yard. A few weedy 
lots away along Railroad avenue was 
a country-style grocery store. For most 
needs, Middlebush folks drove several 
miles into New Brunswick. 

To substantiate his own feelings that 
the area was slated for still further 
growth, Pillsbury engaged the market- 
ing services of Charles K. Agle, archi- 
tect and city planner, of nearby Prince- 
ton. 

In his report made after a personal 


“BUILDING CENTER’ STORE 
includes simulated siding 
and roofing display wall as 
well as island fixtures for 
paint and hardware. Show- 
room measures 38’ x 40’, 
exclusive of private office 
space and planning room. 
Doors seen in center lead to 
“The Annex,’’ which is a 
warehouse that also serves 
as pick-up area. 


study, Agle outlined the highway pat- 
tern of the area which controlled shop- 
ing habits and reported upon future 
highway changes which might affect 
Middlebush. He indicated that the 
population of the immediate communi- 
ty would expand to some 7,000 fami- 
lies within a 10-year period. He ana- 
lyzed the economic status of present 
and future residents. 

Agle also outlined possible adverse 
conditions which must be considered 
in planning either a lumberyard or a 
more ambitious shopping plaza. These 
were weighed against the positive 
points. 

The planner explained in his re- 
port that the area would probably nev- 
er support a regional shopping center 
(which would have been out of finan- 
cial range, anyway, for Pillsbury) but 
there should be sufficient support for 
a “neighborhood” center which could 
be built in two or more stages. 

The market report was made by 
Agle on a time-fee basis, the usual pro- 
cedure for city and marketing plan- 
ners. 

Planned design. Agle was then re- 
tained to plan the Building Center, as 
Pillsbury named his lumberyard, as 
part of an integrated plaza of stores 
along Railroad avenue, with adequte 
parking. The development is now 
called “The Middlebush Center.” 

Pillsbury’s “Building Center” store 
was opened in July of 1957 and sales 
have been increasing ever since. About 
50% of the lumberyard’s business to- 
day is from homeowners erecting their 
own homes or acting as their own con- 
tractors; perhaps 20% comes from do- 
it-yourself repair and remodeling and 
the balance is from contractors. 

“Our store did not produce the vol- 
ume we expected in 1957,” said Pills- 
bury, “but this year our cash sales 
have been way up, especially for lum- 
ber. building materials and paint.” 

Other stores. With his own store 
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completed, Pillsbury started to erect 
the next structure in the planned plaza. 
This building was opened last spring 
with a drug store and a barber shop as 
tenants. 


Direct-mail as well as personal con- 
tact is used to solicit commercial ten- 
ants. Here is a letter to prospective 
companies from Pillsbury: 


“The Middlebush Center is the only 
business section in the fast-growing 
central part of Franklin Township. 
There is no other business zone for 
five miles around, except to the east 
near New Brunswick. 


“Present tenants of the Center in- 
clude the postoffice, a newspaper of- 
fice, a drug store, barber, doctor and 
lumberyard. The Middlebush Center 
has been designed by architect and 
planner Charles Agle of Princeton to 
provide pleasant and attractive one- 
stop shopping for the 1,500 families 
of the surrounding community. 


“Three housing developments, one 
of 1,000 homes, one of 500 homes, 
and one of 100, are planned for this 
section of Franklin Township within 
the next two years. 


“Rentals for this space will be reas- 
onable—on a flat monthly or percent- 
age basis. For further information, or 
an appointment to look at this prop- 
erty, please call me.” 


Very truly yours, 
Samuel W. Pillsbury. 


Competition. While to date there is 
little direct competition for the con- 
sumer pick-up trade at The Building 
Center and its retail neighbors, rough 
competition for Pillsbury’s building 
materials business in new construction 
comes from 25 yards in two counties 
plus vigorous “highway suede shoe 
boys with their package deals.” Pills- 
bury said: “How an average lumber 
dealer can compete with outfits like 
this who stay open for business 12 and 
14 hours a day, seven days a week and 
who provide financing for even the 
weakest kind of deal, is one of the big 
problems for dealers in this area.” 

But with his shopping plaza growing 
as planned, Pillsbury is definitely com- 
peting in the building field. Among the 
variety of projects which he has han- 
dled recently have been a Frank Lloyd 
Wright house requiring thousands of 
feet of mahogany; some 15 carloads 
of lumber for the Franklin Township 
Housing Authority projects and lum- 
ber required to crate stoves all over 
the world. 

It is obvious that dealer Pillsbury 
has successfully seized the opportunity 
for suburban shopping center sales— 
and likewise has reached out with suc- 
cess for industrial and project building 
materials business from his suburban 
location. 
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LO-BIN® makes a low-cost batch plant 


I you are interested in an 
economical set-up for aggregate 
batching, or for weighing out 
cement and aggregates, look in- 
to Johnson Lo-Bin. Flexible bin 
arrangement meets a wide range 
of concrete requirements. Its 
low initial cost offers a profit- 
able opportunity to get started 
in the ready-mix or concrete pro- 
ducts field — with a minimum 
plant investment. 


Lo-Bin is readily adaptable to 
any yard or job condition, fits 
in with existing equipment. It 
can be charged by a front-end 
tractor loader, or clamshell — 
efficiently serves 6-S to 28-S 
mixers. Want more facts? Call 
Johnson distributor or write us. 








Bin capacitiis — 8, 20 or 30 tons, ar- 
ranged for 2, 3 or 4 aggregates — or 
30-ton for 3 aggregates and 1 cement. 


40-ton Lo-Bin also available — with 3 
equal compartments (aggregates only). 


Low charging height — only 712 to 942 
feet, depending on bin capacity. 


22 or 44 cu. ft. trolley batcher, equip- 
ped with up to 4 precision weigh-beams. 
Moved by hand-crank, or power-driven, 


with electric motor, shown here at 
right end of batcher. 
available as optional equipment on 
all Johnson Lo-Bin batchers. 


4 Note new power-drive arrangement 


This is now 


Batcher travels under bin gates — suc 
cessively weighs up each material. 


It’s cantilevered — rides out beyond 
end of track — discharges batch onto 
conveyor, or directly into mixer skip. 


With batcher and legs removed, Lo-Bin 
can be carried on standard dump truck. 


Also can be moved without dismantling 
— wheels, tires and tow-bar optional. 





(Koehring 


c. s. JOHNSON co., CHAMPAIGN, ILL. <i cidiary) 


Send us § specs. price information on: 
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COMPANY .... 
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8-ton 


20-ton 30-ton 40-ton Lo-Bin 
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Sales Opportunity in Suburbia—Il 





DRAZEN LUMBER 


_ORAZEN LUMBER 
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ae 
WAREHOUSE AND STORE, two 
units in new 10-acre shopping cen- 
ter being created by Drazen Lum- 
ber. 


Suburban Shopping Center is 


Do-it-yourself trade is prime target of Drazen Lumber Co.'s new 
outlet in Connecticut. Main store features hardware, tools, paint, special- 
ties; lumber and other materials sold from adjoining self-service pickup 
shed. Home improvement package displays also included in this com- 
plete building department store for suburbia. 


PACKAGE SELLING is not overlooked in the North Haven 
branch store of Drazen Lumber Co. Display areas along one 
side of the store are for displays of kitchens, paneling, light- 
ing fixtures, flooring, etc., as pictured at right and above. Mez- 
zanine area of store (not shown) contains home plan center. 















A dealer-developed shopping center with a complete 
building materials store and warehouse at the hub has 
been opened by the Drazen Lumber Co., North Haven, 
Conn. 


Three units in the shopping center, Drazen’s own new 
building materials store and warehouse and a branch of 
the Second National Bank, New Haven, are completed al- 
ready and leases are being negotiated for stores to share 
the 10-acre tract. 


All bookkeeping and accounting transactions for the 
North Haven store are handled at Drazen’s main head- 
quarters in New Haven. Cash register sales are broken 
down into lumber, paint, hardware and miscellaneous 
and sales slips are forwarded to the New Haven office 
daily. 


Service homeowner. The store, which is located in a 
fast-growing suburban area, is designed primarily to serv- 
ice the homeowner trade and a series of Friday night 
product clinics are being held for that purpose. The store 
is also open for general shopping on Friday nights. 


Building packages and specialty lines are promoted 
along one wall of the store by separate display areas for 
kitchens, bathrooms, flooring, paneling, electrical fix- 
tures and other items. The main sales area is stocked with 
diversified products to stimulate homeowner and house- 
wife traffic. 


An experienced hardware man, Raymond A. Hayward, 
is store manager. Hayward formerly worked for Montgom- 
ery Ward & Co. in Middletown and New London. 


Connected with the main store is a homeowner’s Lum- 
(continued on page 44) 
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POWER AND HAND TOOLS are intended to attract handyman 
customers and are essential to a retail shopping center outlet, 
according to the Drazens. Power tool clinic was one of a series 
of Friday night product demonstrations which helped to launch 
the suburban branch. 





CENTRAL CHECKOUT in main store with manager Raymond E. 
Hayward, left and vice-president Jack Drazen on phone. See 
following page for checkout system employed in Lumber Mart, 
which is separate from store above. 





SEASONAL ITEMS such as the lawn and garden equipment and 
service, plus millwork and mason supplies stocked in Mart. 
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“We've never spent one dime on 
our Ford trucks except for normal 
mai ntena nce” says E.W. Roberts Jr., Sec.-Treas. 


Williamson Lumber Company 
Wyandotte, Michigan 


7 We bought our first Ford “‘Our first Ford has been in service 9 years and 


all we’ve done is tuned the engine and put on 


in ‘49, primarily on price a tires. We added a Ford Station Wagon and 


three more trucks to our fleet. The latest, a ’58 


CX, per. fence pr 0 ved we got F-700, has a scissors-type hoist body that carries 


6,500 bd. ft. of lumber and can be raised 12 ft. 


two additional bonuses “Our Ford Dealer gives us fine service. He was 


the only one who would take the time to find the 


in per f OF mance and lo W a special body that we needed.” 
operating cost! = 


Finance the easy one-stop way! Ask about thenew FORD FLEET TRUCK FINANCE PLAN! 
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BRING EXTRA SAVINGS TO giving you 23% more loadspace than any tradi- 


tional pickup box. 


| YOUR BUSINESS ... MAKE YOUR Only Ford offers the economy of Short Stroke 
i NEXT TRUCK A FORD! power in all engines, Six or V-8. And Ford’s Heavy 














\| Duty V-8’s offer new, advanced durability features. 
, Ford offers a complete line of over 360 truck The modern Ford Six, available in Light and 
{| models, ranging from pickups to giant tandems. Medium Duty F- and P-Series trucks, is equipped 
"i And there are Ford Dealers almost everywhere, with a gas-saving carburetor that gives you up to 
2 ready to help you select the truck best suited for 10% greater economy. It’s plenty peppy, too, with 
i your individual job. They’re ready with modern more horsepower per cubic inch than any other six 

service facilities, trained mechanics and low-priced in its class. 

Ford parts to keep your truck on the job, earning Ford’s rugged cab and chassis construction 

for you. means these new ’58s are built to last. All this plus 


Ford trucks are vour best buy! Ford’s initial the proven fact that Ford trucks last longer adds 







{| costs are low and resale value is traditionally high. up to America’s No. 1 truck value. 

1 The modern Ford Styleside pickups are the lowest- See your local Ford Dealer for the latest in ’58 
i priced models available with full cab-wide body ... trucks or the best in A-1 used trucks. 

| 

- FORD TRUCKS COST LESS 
Bi: LESS TO GWA... LESS TO RUN... LAST LONGER, TOO! 
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New '58 Ford F-700 (above) is being loaded from a second 
floor lumber bin. The 7-ton hydraulic hoist body speeds 
the loading operation and makes deliveries to two-story 
buildings or attics real simple. The same body can be used 
to dump materials. Shown at left, enough lumber to build 
an entire house is being dumped in one load. 
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SUBURBAN SHOPPING CENTER 


(begins on page 40) 





ber Mart, where selected lengths of lumber, hardboard ply- 
wood are stocked for the do-it-yourself customer. Home- 
owners can drive directly to the shed for loading through 
two main doors. Experimentally, a checkout counter is 
being tried in the Lumber Mart as well as the main store. 

One feature of the new store is a space alarm system 
operating on the radar principle to detect trespasser. Af- 
ter-hours movement on the floor sets off the alarm. 

Adjoining the store is a clear-span warehouse (120’x 
200’) with three 18’ aisles. Materials are palletized for 
materials handling equipment up to 14’. Also in this area 
is a shop where panels and trusses are being fabricated 
for Drazen homes, which are getting strong promotion 
this year. 

Officers of the firm are Harry Drazen, president; Charles 
E. Drazen and Jack I. Drazen, vice-presidents; Robert 
Drazen, secretary and advertising manager. 





CONSTRUCTION DETAILS 


DATE COMPLETED: April, 1958 


SALES AREA: 60’x80’; attached lumber mart 30’x60’; home 
planning center on mezzanine. 


TYPE OF CONSTRUCTION: post and beam 
EXTERIOR: redwood and glass 


DISPLAY FIXTURES: 16 double-faced fixtures fabricated in 
Drazen shop, Reflector hardware. 


FLOORS: vinyl asbestos 

CEILING: 3” knotty cedar, open ceiling 

HEATING: circulating warm air and air conditioning 
LIGHTING: 5-32’ double fluorescent units 

DOORS: wood doors, plate glass 


DESIGN: Caproni Associates, New Haven, Conn. 








Lumber Mart for Pickup Adjoins Main Store 


TOKEN STOCKS of lumber, plywood, hardboard for self- 
service, plus millwork and mason supplies stocked in Mart. 


SEPARATE CHECKOUT above serves handyman customers serv- 
ing themselves in the pickup shed. 
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“the famous 


REICHERT Tank Floats * 


MERCHANDISER 


There’s a new addition to the big family of Reichert solderless copper 


' floats and rubber tank balls and it’s a tough baby... has been repeatedly 


dropped more than 30 feet onto hard surfaces just to prove its ability to take it. 
A long life is obvious. ... Takes to any water regardless of chemical content. 
Guaranteed not to leak. 

Vital statistics: 4’’ x 5'’. Packed 12 to the carton and 6 cartons to a 
master shipping carton. Also bulk packed 100 to a carton. 

Almost a score of manufacturers already have filed applications for its 


adoption as O.E.M. 


We'd like you to see our high impact, polystyrene float. Just Send Coupon Below. 





Send literature and free sample of Reichert plastic float 
to our firm. 


The 
ww Radi THOAT a mre. €O- 


NAME 





FIRM 





STREET 





CITY & STATE 
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“My success in home improvement is shown by 
$450,000 sales in 1956; $940,000 sales in 1957; 
a a and $2,000,000 estimated sales this year. We have 
Sink eben never had a legal complaint in three years of 

operation. 

“The main reason for this success has been an 
earnest desire to promote a code of ethics for 
home improvement and insisting that my employes 
follow that code. 

“Our customers get a ‘fair shake’ in an industry 
which has not been especially noted in this area 
for reputable construction. Another reason has 
been our willingness to promote and expand when 
others are sitting on their hands.” 

—Herbert Richheimer 











Sales Soar as Public Becomes 
Educated in Sound Remodeling 


For creative home improvement ideas, dealers can learn from this 
Long Island company, which features (1) ‘‘*museum of home improve- 
ments'’ to show difference in costs and types of construction; (2) inter- 
changeable house parts to show exactly how typical home improvement 
will look installed and (3) 30-year mortgage plan which consolidates 
current mortgage and all home improvements in one program. 


INTERCHANGEABLE HOUSE PARTS are readily attached to scale CUTAWAY SECTIONS of typical homes in mass 
model homes to enable prospects to see exactly how their completed housing tracts have photos above showing ex- 
home improvement will look. amples of expanded homes in the area. 
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HOME 


HOME IMPROVEMENT ‘‘MUSEUM” enables remodeling prospects to see various types 
of construction and why the difference in costs. Materials in action are also found in 


a nT 
LMPROVEME 


completed rooms in the ‘‘museum”’ as pictured at right, showing dining room con- 
nected with kitchen by swinging louver doors on one side and sliding glass doors to 


a simulated outdoor patio on other side. 


Everyone talks about the tremen- 
dous dollar potential in home im- 
provements. Herbert Richheimer, a 
general contractor on Long Island, 
New York, has proven this point so 
successfully that he is planning a na- 
tionwide chain of home improvement 
branches. 

Starting in 1956, Richheimer has 
seen his business, which is nearly all 
home improvements, grow from $450,- 
000 to an anticipated volume of $2 
million in 1958. This tremendous 
growth has occurred in an area dotted 
by scores of retail lumber dealers. 
How come? 

Nothing in the Richheimer record 
indicates anything that a retail lumber 
dealer couldn’t accomplish just as ef- 
fectively on Long Island or elsewhere. 
The point is that Richheimer estab- 
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lished a reputation for quality work- 
manship at reasonable prices and at 
the same time educated the public in 
the details of sound home improve- 
ment construction as sold by his firm. 

How he does it. Richheimer ex- 
plains it this way: 

“In an industry where ‘blue suede 
shoe operators’ have given the busi- 
ness a bad name, it is imperative that 
materials and workmanship be dis- 
played so that the public knows ex- 
actly what it is getting.” 

To educate the public in good home 
improvement construction, Richheimer 
built a “Museum of Modern Home 
Improvements” in a local shopping 
center near Levittown, a mass hous- 
ing development. The “museum” has 
19 rooms in various stages of con- 
struction so that the prospective cus- 








HOME IMPROVEMENT CENTER 
is centrally located in a shop- 
ping center near Levittown, a 
mass housing development and 
market for many remodeling 
projects. 


































tomer may inspect and choose the 
type of insulation, lumber and other 
materials most suitable for his par- 
ticular job. 

“For the first time,” claims Rich- 
heimer, “home improvement custom- 
ers are able to see just why one kind 
of job costs $1,000 and another kind 


(continued on next page) 
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‘i Get all the facts on Richheimer's 
30 YEAR Home Improvement 
MORTGAGE PLAN 


AMT US SHOW TOU HOW reas 
AMAING PLAN CAM HELP TOU 


Come tn How... Or Call for FREE CONSULTATION — Ne Obligation 
. CALL SUN. & DAILY—24 HOURS 


BAy Shore 7-1700 


§ tonal. Bind, ag nat 
GenrRAr. CONT 





DISPLAY NEWSPAPER space is used in 
daily and weekly papers to promote 
home improvements, especially through 
Richheimer's 30-year mortgage plan. 





SOUND CONSTRUCTION 


(begins on page 46) 





$2,000 and they can make their choice 
on the spot with the building materials 
right on hand.” 

All of Richheimer’s building mate- 
rials are purchased through Richheim- 
er Building Supplies Corp., a separate 
corporation set up for that purpose. 

Analyzing his market, Richheimer 
saw that many of the existing homes 
in the Long Island area were pros- 
pects for similar types of home im- 
provements. Consequently, he built 
scale models with interchangeable 
parts to illustrate various types of 
dormers, attics, garages, additions and 
bay windows. By attaching these parts 
to the model of their particular house, 
customers can see exactly how the 
finished product will look without 
pouring over baffling blueprints. 

Richheimer says he has found it 
entirely practical to sell combination 
do-it-yourself and professional jobs in 
which the customer does part of the 
work and the professional craftsman 
the more difficult part. About 25% 
of his jobs are this type. 


Customers best ads. Satisfied cus- 
tomers have been Richheimer’s best 
source of job leads, but he also takes 
display advertising in daily and weekly 
newspapers and he has used both ra- 
dio and the classified telephone di- 
rectory. Richheimer believes that a 
home improvement dealer should al- 
locate about 5% of his gross for ad- 
vertising. 

“Because we are known for fair 
prices and reputable construction, our 
own customers prove to be our best 
salesmen,” says Richheimer. “We use 
job signs at each project and many 
people call us after inspecting their 
neighbor’s project.” 

The Richheimer salesmen work on 
a salary plus commission basis. They 
average $10,000 to $15,000 annually. 

Richheimer is convinced that most 
people dislike the prospect of moving 
when they outgrow their present 
homes. They are discovering that it is 
less expensive and less disturbing psy- 
chologically to provide more living 
space in their present home that it is 
to move. 

Financing plan. Heavy payments 
over a short-term period, says Rich- 
heimer, have caused many home im- 

(continued on page 50) 





Tips on Operating a Profitable Remodeling Business 














Here are Herbert Richheimer’s sug- 
gestions, based on his own experience, 
for starting and operating a success- 
ful home improvement business. 

1. Make certain your cost estimates 
are accurate and up-to-date and stick 
to a reasonable margin of profit. Too 
many contractors go bankrupt quickly 
because they become panicked by 
competition, start to cut prices below 
costs and soon are swamped in fi- 
nancial problems. 

2. Never indulge in “bait adver- 
tising” or other unscrupulous prac- 
tices. The public has become wise in 
affairs of this kind and know the 
proper man to deal with in home im- 
provements. Make certain your sales- 
men maintain this dignified, honest 
approach. 

3. Investigate fully all methods of 
financing available to your customers 
such as FHA mortgages and bank 
loans. Few of your customers are able 
to pay cash, but they will use your 
firm if proper financial arrangements 
can be made. 

4. Make certain any sub-contrac- 
tors you may use perform their crafts 


properly. Inspect the work yourself 
or hire a capable assistant to be sure 
the sub-contractors do not cut cor- 
ners. Be sure their “clean-up” job is 
efficient; housewives become outraged 
if the clean-up job is sloppy and their 
word-of-mouth advertising can be 
your biggest asset or liability. 





SECOND-STORY living space is added to Long Island 
home by Richheimer crew. He is shooting for $2 
million volume in remodeling this year; plans na- 
tionwide chain of home improvement companies. 
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“I sold 2 motel jobs the first day,” 


says Charles Foss, owner of Chatham Lumber & Supply Co., 
Chatham, N.Y. “I grossed $10,000 because the Gypsum Grain- 
board Decorator Panels opened the way to getting all the insu- 
lation and sheathing business on both buildings, too!” 


“| sold a straight nied” 
to two housing contractors 


on the basis that it would cost only $30 to $35 more to finish 
off their garages,” reports Mr. W. H. “Bill” McGlosson, salesman 
for S.H. Pawley Lumber Co., Terre Haute, Ind. “These builders 
tried it first in a sample house — prospects liked it so well they 
put it in all the homes.” 


i 
jyasee Nanesargy 


“35 hotel rooms 
and a cocktail lounge 


are handsomely finished with Gold Bond Grainboard 
that I sold,” says Max Proyect, owner of Woodridge 
Lumber Co., Woodridge, N.Y. Here is a case where 
this dealer's grainboard sales have 
jumped 21% since he started han- 
dling the new Gold Bond Deco- ¢ 
rator Panels. These are but a few of the high-dollar sales 
e : 
e* stories that dealers like you have reported to Gold 
Bond® representatives. Profit from these experiences — 
take advantage of Gold Bond's five sales-tested gypsum 
gtainboard finishes...exciting Heather, unique Silverbark, 
distinctive Wheat, warm Tumbleweed or traditional 
Knotty Pine. For free samples, write Dept. AL-88, 
National Gypsum Company, Buffalo 2, New York. 
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SOUND CONSTRUCTION 


BUILT-InS sai A A your biggest 
are profit line 


BIG BUSUMESS | rovement prospects to delay or reject 


the idea of doing anything. 
His answer to the problem was a 

30-year mortgage plan, which enables 

the customer to consolidate all his old 

home improvement debts, the present 

mortgage on his house and his new 

home improvement. Richheimer says 

that most of his business has been sold 

under this 30-year plan. The loans — your fastest 

have been handled by local banks un- ; : 

der Title 2, FHA. selling line 
“It is our considered opinion,” de- 

clares Richheimer, “that the home im- 

provement business will open a new 

economic frontier for America. Home- 

owners are discovering that they can 

keep their present homes in estab- 

lished, desirable neighborhoods, even 

if their families outgrow them. 


\ ~, A | — | mee a “The sale of building materials to 

é . _ 2 > ~ ac > 4 

NN tpt DYN eUve ) home improvement contractors will 
GAS end ELECTRIC zoom in the next few years. Manu- 
facturers would do well to investigate 


and cultivate this market thoroughly. 


BUILT-IN RANGES offer you, Mr. “We like to feel that a leader in 
Dealer, an opportunity to buy the home improvement industry—and 


se i we hope we are reaching this statue 
at distributor prices. You can —will pave the way for even greater 

: a re gains in the consumption of building UNION, N. J., U.S.A. 
qualify if you have salesmen materials and the construction of 


calling on builders and if you home improvements. 
have display space. Write today 


for folders and prices. SCREEN AND SHELF 
HARDWARE 
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NO FRONT CUTOUTS ADAMS-RITE 


TYPE i PADLOCKS 


A { NIGHT 
: we sane SOURCE 
i. for FOUR Complete Li 
EASY INSTALLATION Y fF 0 . P _ Lines 
=~ Now all these fine old familiar lines 
are under one roof, at one address. 
; Send one order. Receive one in- 
OE ; voice. Check one inventory. 
Ws YN K, y Get more satisfaction at 


cy. 


= pag SAFE ... since 1849. | 


HARDWARE 
TENNESSEE STOVE WORKS 


CHATTANOOGA (1), TENNESSEE Order from your jobber. i 


PADLOCK AND HARDWARE COMPANY ¢ LANCASTER, PENNA. 
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SALES FEATURES of a wood kitchen cabinet is stressed by Bud 
Resnick, kitchen division manager at Suburban Lumber Co. 


BUILT-IN APPLIANCES are great favorites and are currently 
being sought by consumers, according to expert Resnick. 


1,000 Suburbanites Jam Kitchen Fair 


Immediate sales are made when New Jersey lumber com- 
pany launched new kitchen department, as tie-in with an open 
house that ran for three days. Dealer features more than 2,500 


square feet of kitchen displays in store. 


ban salespeople. 

Refreshments were served for the 
three-day period. The highlight of the 
affair was a “best dessert” contest in 
which members of various community 
organizations were invited to partici- 
pate. This was heavily publicized prior 
to the opening by posters and news- 








The keen interest in home improve- 
ment has never been more sound- 
ly proved than in Oaklyn, N. J., where 
the Suburban Lumber Co. staged a 
Kitchen Fair which attracted more 
than a thousand visitors and resulted 
in a large number of leads that have 
since been closed as partial and com- 
plete installations. 

Immediate sales included a $1,200 
kitchen installation and a $700 
kitchen job. During the following 
week 10 additional kitchens were 
sold. 

“The Kitchen Fair was a tie-in 
with an open house which we ran for 
three days,” explained Bud Resnick, 
kitchen division manager of the lum- 
beryard. “The fair was designed to 
acquaint local Jerseyites with our new 
line of kitchens that we were adding. 
For full selection we feature a low- 


price steel line; a medium-priced wood 
cabinet line and a high-quality wood 
kitchen line.” 

Ribbon-cutting. The firm used a 
sound truck to publicize its Kitchen 
Fair opening, along with a series of 
full-page advertisements in local area 
daily and weekly newspapers. Civic 
dignitaries, including mayors from 
surrounding communities, attended 
the ribbon-cutting ceremonies. 

Three modern kitchens for each 
line were displayed in the showroom 
and are retained as permanent dis- 
plays. The store now has more than 
2,500 square feet devoted to kitchen 
display. 

At the fair, better than a dozen 
booths displayed other products han- 
dled by the large lumber company, 
manned by representatives of the 
manufacturers as well as by Subur- 


paper ads. Some 60 entries were re- 
ceived and judged by a home econo- 
mist at the Public Service Co. of 
New Jersey. There were 15 finalists 
and the three final choices were 
awarded a $500 kitchen, dishwasher 
and garbage disposer unit. 

Sales potential. “Prior to this fair, 
we only handled small appliances and 
major units on a limited basis,” ex- 
plained Resnick. “We felt that a sales 
potential existed for complete kitch- 
ens if we went after it with a com- 
plete three-price line both in metal 
and wood.” 

Because of the tremendous response 
enjoyed through this fair, Resnick in- 
tends to make his Kitchen Fair an 
annual event for Suburban. The firm 
is jointly owned by brothers Sidney 
Warren and Joseph H. Dubin. 





Prosperity Begins at Home—Your Home 


SALINA, KANS.—One dealer who is using the reces- 
sion as a springboard for a good newspaper ad is Dwayne 
C. Larson, Larson Lumber Co. 

Here are some excerpts from a recent display ad, which 
headlined: “In the recipe for prosperity, your home is the 
basic in redient!” 

“Dozens of cures have been suggested for the recession 
afflicting America’s economy. Each, perhaps, has some 
merit; none, probably, is the whole answer. But certainly 
one of the most immediate and effective is the transfusion 
that you and other homeowners can give the economy 
just by catching up with needed home improvement proj- 
jects—this year, 

“The new room you need, the modern kitchen or bath- 
room, the finished attic or basement, the paint or insulation 
or patio or wiring—any of these can give your family new 
comfort, new convenience, new pleasure, increased prop- 
erty value . . . and give the economy new jobs and new 
sales. 
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“No one modernizes his home, of course, just to help 
the economy and we aren’t seriously asking you to. But we 
do suggest that you look into several very important rea- 
sons why you will find home improvement possibilities 
particularly timely right now . . . reasons like these: 

1. Prices on all types of building materials and home 
equipment are especially favorable. 

2. More than ever, in times of economic uncertainty, 
your home is your best investment. Sound, sensible home 
improvement increases its value beyond the cost of the 
improvement. In that sense, it’s better than money in the 
bank. 

3. More dealers and contractors than ever before are 
fully-equipped to take care of your whole project—all the 
materials and labor and financing you need—in one stop. 

4. Financing is readily obtainable at ideal terms from us. 

5. Men to do the work are more available, too. 

“These and other factors add up to one crystal-clear 
conclusion: Home Improvement, especially in 1958, is a 
sound investment, a sensible purchase. ” 
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LLOYD HAWKINSON, home improvement manager, 


discusses a remodeling lead 


with Mrs. Marjorie Flynn, who made house-to-house calls to screen job leads. 


Good Leads from contest, 





TYPICAL HOME IMPROVEMENT job in- 
cluded new front door, enclosed back 
porch and cabinets. Price: $413.25, in 
cluding contractor's fee and 15% sales 
cost. 


‘Remodeling Job | Want Most” 


Special newspaper ad section and open house develop home improve- 
ment jobs for Washington state dealer. 


A open house with a $700 home 
improvement door prize was used by 
the Lumberman’s Mercantile Com- 
pany yard in Burien, Wash. to get 
early job leads for its new home im- 
provement department. 

To qualify for the grand prize, en- 
trants filled out a contest blank stating 
in 10 words or less the remodeling job 
they would like most to win—kitchen, 
bathroom, bedroom, patio, garage, or 
recreation room. 

The open house was promoted by a 
four-page local newspaper ad section. 
The first page blared the news of the 
open house; pages two and three de- 
scribed the yard’s home improvement 
services in both words and pictures; 
the fourth page offered selected build- 
ing materials at special prices. Major 
emphasis was on the home improve- 
ment service, not on price. 

An entry blank was included in the 
special ad section and other blanks 
were available at the store during the 
open house. 

“We got enough business from the 
open house to keep us busy for a long 
time,” declared co-owner John Priest. 

Prospects screened. Mrs. Marjorie 
Flynn, a former real estate salesman, 
was hired to make personal calls to 
qualify job prospects. She was paid 
on a straight salary plus auto expenses. 
Her list of prospects was turned over 
to the firm’s home improvement sales- 
man, Lloyd Hawkinson, who made re- 
turn calls for tentative job estimates. 
If the estimate was acceptable, the 
salesman called in one of the firm’s 
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contractor-customers and both made a 
return call to confirm the estimate, de- 
cide on the materials and close the 
deal with the homeowner. 
Lumberman’s Mercantile takes full 
responsibility for the job. A general 
contract is signed with the prospect 
and the labor is let out on sub-contract 
to appropriate contractors. Pricing is 
done on the basis of materials at re- 
tail, contractor’s labor, plus 15% over- 
ride for sales and supervision costs. 
Consistent mewspaper advertising 
will be used to develop new prospects 
as soon as the leads developed by the 
contest are exhausted. An somes dl 
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budget of 3% of projected home im- 
provement sales (estimated at about 
50% of total yard sales) have been set 
up. The firm is shooting for $300,000 
in home improvement business _ this 
year. 

The $9,000 advertising budget will 
be split as follows: 15% for classified 
ads in the phone book under 30 subject 
headings; direct mail, 20%; newspaper 
ads, 50%; miscellaneous, 15%. Copy 
preparation has been in the hands of a 
professional advertising agency, ex- 
perienced in retail lumber dealer ac- 
counts. 
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‘LUMBERMEN’S MERCANTILE 


CONTEST ENTRY BLANK 
Win $700 Room Remodeling! 
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Please indicate below the remodeling job you'd ike MOST to win, and why, in 


10 words or less. 


() KITCHEN = [] BEDROOM 
(1) BATHROOM [) PATIO — 





fe GARAGE ee 
( RECREATION ROOM (eng 


ENTRY BLANKS which brought in enough jobs to get home improvement department 


off to a flying start. 
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Evanife 
HARDBOARD... 


Evaneer 
FIR PLYWOOD... 


Stock Evanite and Evaneer, and you'll enjoy a fast 
turnover. 
Evanite hardboard is in demand because it cuts 
costs . . . is easy to use (even for do-it-yourselfers) 
. . . and transforms plain, ordinary rooms into 
beautiful new living areas. To provide variety for 
your customers, stock all five Evanite textures... 
including the modern new pre-finished Driftwood _ _EVANEER 
paneling shown above. bee 


Evaneer fir plywood solves a wide range of build- 
ing problems, provides unlimited sales potential. 
Both interior and exterior are DFPA grade-marked 
for uniform quality. 

Your jobber can receive both Evanite hardboard and 
Evaneer fir plywood in the same carload. 


Evaneer and Evanite are trademarks of Evans Products Company 


It pays to buy from your jobber! 


EVANS PRODUCTS COMPANY, DEPT. S-8, PLYMOUTH, MICH.; Sales Offices: Plymouth, Mich.; 
Danbury, Conn.; Chicago, Ill.; Los Angeles, Calif.; Tampa, Fla.; Coos Bay, Ore. 
EVANS PRODUCTS COMPANY also produces: fir |\umber; Evanite® battery separators; 

DIYWOCD AND NANDBOAAD railroad loading equipment; truck and bus heaters; bicycles and velocipedes; 

Haskelite building panels, Plymetl & doors; Evanite Plywall 





BUILDING PRODUCTS MERCHANDISER Circle No. 26 on Coupon, page 80 





o ; SVU 
UBURBAN | SUBURBAN | 


ae Pockoge | 
3 Package Soran 4 


OPTIONAL PACK- 
AGES including paint, 
electrical, heating, 
bathroom fixtures and 
gutters, are itemized 
by placards in model 
homes. 


Available at pre-set prices 


OPTIONAL BUILDING PACKAGES 


Eastern dealer sells paint, bathroom fixtures and other 


packages for his sectionalized homes. Promotion moves 21 


homes in 10 days. 


Three basic house designs are used 
by the New Deal Lumber & Millwork 
Co., Blackwood, N. J. to promote 
their line of sectionalized homes. A 
total of 275 homes were sold from the 
firm’s three yards (including two in 
Philadelphia) last year and manage- 


alt» Taal 


BUILT IN OVEN is the focal point of this kitchen package be- 
ing sold by manager Farbstein. Kitchen package for Country 


Clubber house is $3,695. 
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ment expects a 10% increase in new 
home sales this year. 

Twenty-one homes with sectionized 
exterior walls, roof rafters and ceiling 
joists, were sold in a 10-day period 
with a recent promotion directed by 
general manager Sol Farbstein. 





“The three models which are fea- 
tured on our lot have enjoyed plenty 
of visitors,” explained Farbstein, “but 
we decided it was time for a fresh 
attack. All three homes were repainted, 
redecorated and the interior furnish- 
ings changed. Landscaping was im- 
proved, floodlights installed and ban- 
ners hung to give the area a gala 
atmosphere.” 

Two week-ends were selected to 
celebrate the reopening of the model 
homes display. The mayor cut the 
ribbon to the small development and 

(continued on page 56) 


COMPLETELY REFURBISHED, three model New Deal homes 
were the springboard for two week-end open houses which 
drew large crowds. 
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A GLUE FOR Goth every punrose 








“We move more glue at better profit with our 
new Weldwood Counter Model Adhesives Center.” 


Lillian Muff, Gary Paint & Wallpaper Co., 700 Washington Street, Gary, Indiana 


“Profits in our glue department have doubled since cover 95% of your market. Floor model also avail- 
we installed this compact self-merchandiser,” says able for larger stores. 

Mrs. Muff. “The color-keyed selector chart stimu- 

lates impulse sales because it makes buying so MAIL THIS COUPON TODAY=-—-———— 


much easier for our customers. United States Plywood Corporation 


Free with your initial order, the Weldwood Dept. AL 8-4-58, 55 W. 44th St., New York 36, N. Y. 
Counter Model Adhesives Center saves valuable Please ruth me my Weldweed Adhesives Canter joouver waded 
shelf space, increases turnover, helps you to bigger mplete with Weldw sives assortment in all the best 


elling sizes at the special price of only $39.88. (Retail value — 


than ever profits from the 4 fast-selling glues that $44.94.) 


Weldwood = 


My Name 


tf ADHESIVES Pore sities aa 


Presto-Set Glue @ Plastic Resin Glue Jobber’s Name 
Contact Cement @ Waterproof Resorcino/ Glue City Zone... . State 
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Here’s a man’s 
hack saw blade 


e rugged FE 
e dependable 


e smooth 
cutting 


e stays sharp 


Uiffii hy 


210) © Be) 
OYVONVILS 


Plus! 


Each Blade 


Clearly marked for 


feleliamip4cmelalemraelel! 


lst 


it will cut 


Fach Blade 


alela ase ice) migelilm-lale| 


Each Blade 


mellali-te Mm Colo] «Me leloleR 
rust resistant 


SNOILO3S WAIO3SW 
‘$1108 SLND 


ONV 3dld 


Give the man a blade 
made to do a man's work 


Ask your jobber for Griffin 
Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 
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OPTIONAL BUILDING PACKAGES 


(begins on page 54) 
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THIS HOUSE, almost completed, was supplied var New Deal Lumber & Millwork Co. 
Majority of homes are erected by do-it-yourself customers. 


a host of local radio, TV and stage 
personalities helped pull 5,000 people. 
Newspapers, radio and TV announce- 
ments played up the event. 

“Even people who saw our homes 
before thought they were seeing new 
ones,” said Farbstein. “Within 10 days, 
we had signed orders for 21 homes and 
at least a dozen more are pending. In- 
terested prospects signed cards and 
placed them in boxes in each of the 
homes. We are following up the leads 
by letter then a telephone call and a 
personal visit.” 

Each of the three basic designs of- 
fered by New Deal can be modified to 
meet almost any customer require- 
ment. One is the Country Clubber, a 
deluxe unit; the second, the Suburban, 
an expandable Cape Cod type; the 
third is the Seaside, a small two-bed- 
room home ideal for a couple or for 
vacation use. 

Optional packages. The Country 
Clubber is an “L-shaped three-bed- 
room home measuring 44’0”’x32’6” 
and sells for $3,695. The Suburban is a 
36'0’x28’0” design selling for $3,095 
and the Seaside, a 28’0”x24’0” layout 
for $1,945. 

Additional packaged units are avail- 
able as follows: kitchen, $1,195; gas 
heat, $650; bathroom fixtures, $280; 
paint, $163; electrical equipment, $95; 
gutters and downspouts, $50. These are 
the basic packages for the Country 
Clubber. The same type of packages 
can be purchased with the other mod- 
els. 

New Deal will make arrangements 
for erection through their contractor 
customers, but most of the buyers 
build their own. The purchaser must 
own his own lot. Financing arrange- 
ments permit a small down payment 
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with the balance payable over a five- 
year period. House sections are de- 
livered free of charge within a 100- 
mile area. 

One salesman in each of the three 
yards is assigned to house sales, 
assisted by the store manager. 


' Your Homentarg Lifetime 
ey COUNTRY cLusser es 


THREE MAJOR DESIGNS are described 
and illustrated in an advertising broad- 
side issued by New Deal Lumber, which 
sold almost 300 homes last year in their 
three yards. 
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SALES FEATURE: 
A WIND-SAFE ROOF 


taunted 
in Whiling! 








The exclusive Ruberoid Wind Warranty 
covers every Lok-Tab asphalt shingle 
against blow-offs—even in hurricanes and 
cyclones! Each shingle is secured by a hid- 
den lock from the moment it is put on. 
They’re now available in a wide range of 
modern Trend Colors, too. Add up Lok- 
Tab features: easy application, extra color 
beauty, Ruberoid quality, and exclusive 
Wind Warranty. No wonder Ruberoid 
Lok-Tabs are a sales leader everywhere 
for dealers and applicators. Ask your Ru- 
beroid dealer about Lok-Tabs. For more 
information, see your Ruberoid represen- 
tative or write The Ruberoid Co., 500 
Fifth Avenue, New York 36, N. Y. 


K-TAB 
ASPHALT SHINGLES 
the RUBEROID Co. 


ASPHALT AND ASBESTOS 
BUILDING MATERIALS 
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James H. Rowlett, 
of Van Dervoort 
Hardware Co., 
Lansing, Michigan, 
says — 
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RISTOCRAT Wal Boves- 
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- Enduring Quality 























“We've handled mail boxes for a long time,” 
Mr. Rowlett (at right) said in a recent letter, 
“but not as complete a line as the Leigh Aristocrat 
line — and not as well displayed-” 


The striking display shown above is furnished 
free with a minimum starter stock. It offers a 
mail box for every taste, every pocketbook, by 
presenting the full range of Leigh Aristocrat 
models in all of their eye-pleasing styles and 
color combinations, 


“You'll be interested to know, too,” he con- 
tinued, “that people are buying mail boxes on an 
impulse basis — people who come into the store 


/ 
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"Our Aristocrat Mail Box Display is doing a whale of a job 
= SELLING MAIL BOXES LIKE HOT CAKES!”’ 


to buy other items end up with a mail box as 
well,” 


This success story — mail boxes becoming 
impulse sellers — is being repeated in hundreds 
of other stores now featuring the exciting new 
Leigh Aristocrat line. 


The same opportunity is open to you. For full 
information see your jobber, or write to: 


LEIGH BUILDING PRODUCTS 
Division of Air Control Products, Inc. 
1858 LEE ST., COOPERSVILLE, MICHIGAN 


In Canada: LEIGH METAL PRODUCTS LTD. 
72 YORK ST. LONDON, ONTARIO 


BUILDING PRODUCTS 
Awnings & Canopies Aristocrat Mail Boxes | Leigh. | 
Closet Accessories Full-Vu Bi-fold Doors , 
Outdoor Accessories Ventilators ‘BU ILDING | 
Ventilating Fans Range Hoods | PRODUC T5| 
Folding & Sliding Door Hardware 
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STATEMENT of POLICY 


On June 27, 1958, Potlatch Forests, Inc., of Lewiston, Idaho 
purchased the holdings of the Bradley Lumber Company of 


Warren, Arkansas. 


A previous transaction, in 1956, resulted in Potlatch’s owner- 


ship of Southern Lumber Company, also of Warren, Arkansas. 


Today, both the Southern and Bradley lumber companies 
are operating under a newly organized, unified administration. 
The new firm name is BRADLEY-SOUTHERN, Division of 


Potlatch Forests, Inc. 





It is the policy of the new administration to combine the pro- 
duction facilities of the two mills to effect a greater output of 


product and at the same time improve overall product quality. 


Through the co-ordinated effort of the combined administra- 
tive talents of both Bradley and Southern, the new firm will 
establish unified operating standards directed to improving the 


efficiency of the firm’s service to its many customers. 


BRADLEY-SOUTHERN, Division of Potlatch Forests, Inc., 
will continue to serve you with the same types and grades of 
fine lumber products, including hardwood furniture dimension 
which it has been your pleasure to receive in the past from 


Bradley Lumber Company and /or Southern Lumber Company. 


BRADLEY—SOUTHERN 


Division of Potlatch Forests, Inc. 


WARREN, ARKANSAS 











BUILDING PRODUCTS MERCHANDISER Circle No. 30 on Coupon, page 80 





UNITED: STATES 


Baltimore warehouse of U.S. Plywood Corp 


Space-Planning, New Handling Ideas 


Movement engineering at its best incorporated in expanded distri- 
bution center in Maryland. Entire warehouse laid out in plywood multiples. 


NEW “JACK-STACK” developed for United States Plywood 
Corp. by Lewis-Shepard allows reduction from 17’ to 13’ 
aisles between bulk stacks in Baltimore warehouse. This gives 
25% more storage area, according to U.S. Plywood. 


Dimension planning and use of what United States Ply 
wood calls a “secret weapon” makes the Baltimore ware- 
house you see above one of the most efficient wood 
warehousing operations in the country. 

The distribution center’s area of 38,000 square feet was 
laid out in plywood multiples so that not a square foot is 
wasted. Double bowstring construction of the roof per- 
mitted erection of only one row of columns through the 
center of the warehouse and even the column area is 
spaced in plywood multiples, used for storage racks! 

As pictured, the “secret weapon” for efficient handling 
is a Jack-Stacker, designed specifically for U.S. Plywood 
This device makes it possible to reduce operating widths 
of aisles between stacks of plywood from 17’ to 13’—a 
25% bonus in warehouse space. The Jack-Stacker also 
enables the company to give speedier service to customers 
since the warehouseman can use it to elevate and lower 
himself while selecting panels from the racks. The Jack 
Stacker has a capacity of 4,000 pounds with load lengths 
of 8’ to 10’. 

The loading area of the Baltimore center has an 8-truck 
capacity so that warehousemen can spread their peak loads 
An automatic dockboard has been installed to help over- 
come the increasing differential between truck bed heights 
The entire loading area is covered, as a measure of pro- 
tection against foul weather. 

Combining glamour with efficiency the office area has 
been laid out to display fine Weldwood paneling. Manager 
H. S. Richards’ office, for example, is paneled in a rich, 
exotic African hardwood. Customers may bring prospects 
to the offices to see the finest in paneling. 

“Hi-Line” steel-tube storage racks in six different types 
are used throughout the warehouse, as they are in various 
other U.S. Plywood centers. All six types were originally 
designed for the plywood corporation but are now available 
to the trade. The manufacturer of the racks offers special 
counseling service on storage problems. For name of the 
rack manufacturer write to the Editors, American Lumber- 
man, 59 E. Monroe, Chicago 3, Til. 

(continued on page 62) 
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Why don’t latex paints blister and peel? 


A. Latex paints are far less susceptible to blistering and 
peeling than other paints because they allow passage of 
moisture vapor. Paint peels when moisture builds up on 
the substrate and forces the film away from the surface. 
Because latex allows water vapor to pass through, there is 
less chance of moisture build-up which will cause the paint 
to become detached from the substrate. 

For long-lasting customer satisfaction, you're wise to recom- 
mend latex paints. With these paints, the manufacturer can 
retain a higher degree of durability without sacrificing other 


desirable qualities. Indoors and on exterior masonry sur- 
faces, they offer a bonus of benefits . . . beginning with 
easiest application, fast dry and quick clean-up. And re 
member, decorator colors stay at their best in latex paints. 
The facts sell latex paints. And you can get all the facts in 
our new booklet. Send for your free copies now and watch 
them sell for you. THE DOW 

CHEMICAL COMPANY, Midland, 

Michigan, Plastics Sales De- 

partment 2114D-1. 


YOU CAN DEPEND ON 
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PERFECT FLOW of materials is achieved in U.S. Plywood's 187’ x 202’ warehouse in Baltimore. 
Cars arrive on one side, flow through to platform at other side. Note will-call racks and 
order-pick racks are adjacent to shipping end. Materials of like nature are grouped for 


economy in order-picking. 


TREE-ARM steel racks are ideal for any long-length panels 
at Baltimore warehouse. Same Hi-Line steel components are 
used for these units as for box-type racks. 

(continued on page 64) 


SHEET MATERIALS such as the Micarta laminated plastic are 
stored in specially-designed Hi-Line steel racks at the Baltimore 
warehouse and handled on unique roller-bed portable plat- 


form lift. 
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For strong, lightweight sheathing... 
suggest WHITE FIR 


stays straight and flat while in storage and after placed in use 





WHITE FIR-fine 5 ways for sheathing. In addi- 
tion to being strong and lightweight, White Fir has good 
insulating qualities and works and nails easily to make it 
an excellent lumber for sheathing. Any grade of No. 4 
Common or better develops more than sufficient strength 
to meet all accepted strength standards for wall or roof 
sheathings. 

White Fir furnishes you one of America’s most versa- 
tile softwoods. Carefully dried, it is readily adaptable for 
siding, framing, industrial uses, roof decking, architec- 
tural woodwork, paneling and mouldings. Because of its 
light weight and soft texture, it is economical to handle 
and work on the job site. Order White Fir from Western 


Pine Mills in straight or mixed carloads. 
=) 
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Write for FREE illustrated book 
about White Fir to: 

WESTERN PINE ASSOCIATION, 
Dept. 705-D, Yeon Building, 


Portland 4, Oregon. 


| Western Pine Association 


| member mills manufacture these woods to high 
| standards of seasoning, grading and measurement 


ik idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir - Incense Cedar - Douglar Fir + Larch 
: RedCedar- Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 
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Get next to this 


‘PROFITABLE 
THREESOME! 


It’s the Larsen family of patented liquid bond- 
ing agents... the original and only line of its 
kind. Today specified and relied upon ’round the 
world by major architects, contractors, builders 

. for both big and small new construction, re- 
modeling and repair jobs. Nationally advertised 
in Saturday Evening Post plus many leading busi- 
ness magazines reaching your customers. Plenty 
of free “‘in-store’’ sales aids. If you’re not already 
cashing in on this ‘Profitable Threesome,”’ write 
today for proof of amazing product acceptance and 
dealer profits. Address Box 5756G, Bethesda, Md. 


Tile-Weld: Versatile Grout Ad-Mix and 

Mortar Bond, newest addition to the Larsen family 

Acid resistant. When added with water to Portland 

cement it makes grout more flexible, increases grout 

strength, provides better adhesion to tile sides 
Produces hard, dustless finish which minimizes shrinking and 
cracking. Eliminates need for metal lath when used to bond a 
tile mortar bed to structurally sound surfaces. When used as 
primer-sealer, prevents absorption of tile mastic into porous 
surfaces. Ideal for re-setting old, loose tile 


Weld-Crete: Job-proven liquid bonding 

agent which enables your customers to permanently 

bond new to old concrete .. . or to any other struc- 

turally sound surface. No need for costly, time- 

taking chipping, drilling, roughening, acid washing 
or scarifying of concrete base. When used with quick setting cement 
topping, new floors, ramps, driveways, etc., may be laid one day 
and heavy truck traffic run over them the next. Cost to your 
customers as little as 4c per square foot 


Plaster-Weld: The job-proven liquid 

bonding agent which provides your customers with 

a guaranteed method of permanently bonding all 

types of plasters and cements directly to concrete 

ceilings, beams, columns . plastered walls and 
ceilings, stripped or textured, painted or unpainted brick. . 
stone wood glass... metal .. . ceramic tile. Cost to your 
customers as little as 2c per square foot 


All fine products of 


LARSEN PRODUCTS CORPORATION 


Box 57560 Bethesda, Md. 
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SPACE-PLANNING 


(begins on page 60) 





HARDWOOD RACK made of 
retangular tubing with rein- 
forced corners has standard 
size of 12’ overall height, 3’ 
and 4’ widths, 5’ to 8’ deep. 
First section includes two 
vertical end frames, 30 load 
angles, three top-tie chan- 
nels, three bottom ties, three 
starter ties and bolts. One 
section is available from 
manufacturer for $150.25 
and $154.20. At right is 
close-up of load-angle. 


STEEL ‘‘A’’ FRAMES have extension arms for safety. Maximum 
rigidity achieved by welded floor frame. Racks shown here and 
on preceding page are used in 17 warehouses of U.S. Plywood 
throughout the country. 
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Work with your AIM*. .. Potlatch Forests does... 
Acme Steel Strapping unitizes, braces plywood 


POTLATCH FORESTS, INC., Plywood Department, Lewiston, Idaho, 
uses Acme Steel Strapping for unitizing and car bracing 

quality plywood so it stays in top-grade condition from 

mill to receiver. (Idea No. U1-10) 


Potlatch Forests cuts carloading time, eliminates damage to loose panels 
on top of the load, stops shuffling of plywood during transit. Plywood 
is in neat, square packages, ready for fast unloading and efficient 
storage with mechanical handling equipment. Arrival condition of the 


Acme Idea Man 

Don Hughes helped 

Potlatch Forests 

solve its 

plywood packaging j load is as good as when it left the mill—no downgrading of 
and shipping panels due to damage received in transit. 

problems. ; 

*Work with your Acme Idea Man and make sure you're getting the best 


ideas for packaging and shipping your products. Write Dept. ABU-88, 
Acme Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 743 Warden Ave., 
Toronto 13, Ontario. 


ea STEEL STRAPPING 
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NOW NOYO REDWOOD SIDING 
WOODLIFE TREATED 


a penetrating water-repellent wood preservative 


To meet market demands NOYO Redwood 
siding is now available treated with 
Woodlife water repellent. You can order 
NOYO A Grade or Clear Heart, treated 

or untreated. This announcement is made 
with utmost confidence based on exhaustive 
tests by our own technical department, 
California Redwood Association and 
nationally recognized laboratories. While 
mill treatment with Woodlife eliminates 
the necessity for burdensome backpriming 
on the job, it is not intended to eliminate 
face paint priming; although reducing 


the paint required. 


Adds dimensional @ Eliminates risk of 
stability. water straining — 
Provides better paint reduces penetration 
durability — of moisture. 
Protects against Increases resistance 
paint failures. to mildew. 
Saves as much as Woodlife is a 
rontaclemiee 20% on paint — proven product, 
o-Ps Easier to apply nationally known. 
consumer leads paint, too. 


from CRA Na- 
tional advertis- Improves natural 


ing. weathering. 














TREE FARMERS 
AND MANUFACTURERS 


WTO td ee Lha FORT BRAGG, CALIFORNIA 
San Francisco Los Angeles 
Park Ridge, Ill. New York 


Member 
California 
Redwood 
Association 


Circle No. 3 on Coupon, page 80 August 4, 1958, AMERICAN LUMBERMAN AND 





From Abi: resin 





sane see 


~ 


to Zinc yellow 


THIS FACT-PACKED BOOK GIVES ANSWERS Foe : 
TO A THOUSAND AND ONE PAINTING QUESTIONS Mer tke 

&® Alkyd resin and zinc yellow are only two of the PAINTING 
more than 300 definitions of painting terms in POINTERS 
Pol-mer-ik Painting Pointers. This practical, money- 

making book is packed with useful information that ai gene  aiNG CONTRACTORS 
will help you sell. It contains dozens of tables and on 
estimating shortcuts to save your time. It answers 

your questions about the use of colors: the effect of 

light on different colors, recommended colors for apna Deeevice to the Paint Industry 
various exposures, the light reflecting factors of ing and Sunde teen be to 
colors, how to mix colors. There are practical tips ata 

on how to paint or finish various types of surfaces. a 

: 


Like the Positive Selling Program for Painting as °, 
Contractors, Pol-mer-ik Painting Pointers was pre- ” . 
pared with the cooperation of the Painting and ” FKEE 10 o 
Decorating Contractors of America and other paint- E 4 . 


e - 
ing experts. You'll find it useful on the job... Fil mor-lc 


small enough to slip into your pocket, big enough LINSEED OIL USERS 
to answer almost every question. Send for your 

d Paint pointers has been prepared 

copy to ay. especially for contractors and dealers 

Painting Pointers is offered by Pol-mer-ik, the who are Pol-mer-ik Linseed Oil cus- 

. . . . tomers. You can have a copy by mail- 

linseed oil made like fine paint . . . and used by more lng on & ta Green eniy Pob-nen-tk Gon 

painting contractors than any other brand. 


SWAP THE TOP 





ik, send 25 cents and the coupon for 


carton. If you don't sell or use Pol-mer- 
your copy of Paint Pointers. 
. 


farcher- 

Da niels- 700 Investors Building 
! Minneapolis, Minn, 

Miidiand 


[] Please send me a copy of PAINT 
POINTERS. | am enclosing a cap from a 
Pol-mer-ik can or the word Archer 
from a Pol-mer-ik carton. 


[] Please send me a copy of PAINT 
POINTERS. | am enclosing 25 cents. 


Name 
Address 


City 
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Carefree New Screening 


A new type of screening made of 
glass fibers impregnated and coated with 
a Geon vinyl material provides home- 
owners with colorful as well as carefree 
screening, says maker. The soft Geon 
finish is said to eliminate glare and pro- 
vide better see-through visibility. Color 
can be built right in, since Geon-based 
coatings can be made in a wide range 
of hues. Extremely lightweight, the new 
screening weighs only four pounds per 
100 square feet. The easily installed 
screening is said to be particularly well 
adapted for patio enclosures since it 
doesn’t wrinkle or become dented from 
accidental bumps. Owens-Corning-Fiber- 
glass Corp., Dept. AL, National Bank 
Bldg., Toledo 1, Ohio. 
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Sanding Tool Line 


A complete new line of EverLast 
sanding tools includes hand sanders, all- 
purpose files, orbital sanding plates and 
four sizes of discs for power sanders. 
Outstanding feature of all EverLast sand- 
ers is a grit surface composed of tungsten 
carbide particles which are fused to sheet 
steel in an indestructible bond. For pow- 
er sanders, the EverLast grit discs are 
available in four sizes, 5”, 6”, 7”, and 8” 
diameters, and in three grades. They are 
packaged either individually or in pack- 
ages of six. The file is made with coarse 
grit on one side; medium grit on the 
other. PAR _ Enterprises, Dept. AL, 
Northbrook, IIl. 
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Tilt Combination Window 

The Wepco Versa-Tilt has panel in- 
serts that tilt-in for easier cleaning. It 
features three-track self-storing design, 
eliminating the necessity of removing or 
storing inserts. Two glass panels and 
screen are always in place, ready for im- 
mediate use. Inserts are easily operated 
by pushbutton latches and lock in posi- 
tion to prevent prowlers. Inserts easily 
adjust for various degrees of ventilation. 
Versa-Tilt comes completely assembled 
with prepunched installation holes, mak- 
ing installation simple for the do-it-your- 
selfer, says maker. It can be used for 
either blind stop or overlap installation. 
Wepco Div., The Weather-Proof Co., 
Dept. AL, Litchfield, Ill. 
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Two-Car Garage Door 

Ro-Way’s new, two-car Westchester 
door is available in 12 models to fit 
openings ranging from 15’ x 7’ to 16’ x 
7’. Headroom requirements are as low 
as 7” on some models. Customers have 
a choice of two styles—4 sections high 
and 4 panels wide or 5 sections high and 
4 panels wide. Attractive styling, depend- 
able performance and quality construc- 
tion at low cost are the Westchester’s 
outstanding advantages, says maker. Ad- 
ditional features include kiln-dried mill- 
work and four perfectly balanced Power- 
Metered springs for easy action. Rowe 
Mfg. Co., Dept. AL, Galesburg, Ill. 
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Threshold Plates 

Generalastic is the name of a new line 
of threshold plates. The plates are pro- 
duced with resilient, wear-resisting vinyl 
inserts and are packaged for easy handl- 
ing and stocking. All necessary installa- 
tion material is furnished. Available in 
mill or anodized finishes in three styles 
shown above. General Extrusions, Inc., 
Dept. Al, 4040 Lake Park Road, 
Youngstown, Ohio. 
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Low-Cost Storage 
A new system, called Stratapanel, is a 
combination of modular drawers and 
slidepanels, molded of high-impact sty- 
rene plastic, which eliminates the tradi- 
tional costly inner frame and center-slide 
case construction of ordinary storage 
units. Photograph above shows the slide- 
panel applied to a vertical side of ply- 
wood, the variation of drawer heights 
(3” and 6”), a drawer with integral pull 
and a before-and-after application of a 
wood front. Drawers are available in a 
standard depth of 17 4%”, in heights of 
3” and 6” and in five widths from 16-1/6” 
to 46-1/6”. They are supplied with or 
without fronts of walnut or birch. Stand- 
ard slide-panels are 17%” deep and 24” 
high. Molded Structures Div., Robert A. 
Schless & Co., Inc., Dept. AL, Elizabeth- 
town, N. Y. 
Circle No. 206 on Coupon, page 80 
(continued on page 70) 
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Southern Screw’s full page ad But this ad says 
in the September POPULAR = “BUILD EXTRA-DOLLAR PROFITS”! 


SCIENCE magazine (the : : p 
issue which includes the That’s right—and here’s how! .. . NOW’s the time to line 
NRLDA section) will put up your own “Handy Andy” or “Mr. Fixit” service for Fall 


major emphasis on using Fix-up’ Time in your community. Whether the service 

Southern fasteners for home comes from your own carpenter or handyman, or he is hired 

repairs and replacement. The on a per-job basis, your “Handy Andy” or “Mr. Fixit” can 

ad will concentrate on install- pay his way for you many times over in: 

pe ston a dee ¢ MAKING REPAIRS THAT REQUIRE MATERIALS 
YOU SELL; or 


steel, brass, Everdur silicon 
bronze, aluminum and stain- * OFFERING A HOME-OWNERS’ ADVISORY SERV- 


less — to replace corroded or ICE WHICH WOULD INCLUDE MATERIALS AND 
rusting screws and nails. TOOLS YOU SELL 


NOW’S THE TIME TO STOCK UP ON SOUTHERN FASTENERS IN THE FAMOUS “EZ to C”’© CARTONS! 
Call your source of supply for USA-made Southern Screws and 
Bolts. Stock the full Southern line including plated steel, brass, 
Everdur silicon bronze, aluminum and stainless. Make your store 
“Fall Fix-Up Headquarters”! 





Wood Screws @ Machine Screws @ Tapping Screws 
® Drive Screws ®@ Stove Bolts ® Carriage Bolts SCREW COMPANY 


Southern Screws are Sold Through Leading STATESVILLE * NORTH CAROLINA 
Wholesale Distributors 
Warehouses: New York, Chicago, Dallas, Los Angeles 
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material is a trowelable synthetic rubber- 
resin, pressure-sensitive adhesive that 
features quick grab upon contact with 
the polyethylene film up to two hours 
after the mastic is applied to the con- 
crete. On most installations, this permits 
the entire foundation to be coated before 
the application of the film, so that the 
contractor can apply the polyethylene in 
one continuous length if desired. Rubber 
& Asbestos Corp., Dept. F-AL, 225 
Belleville Ave., Bloomfield, N. J. 
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Develops New Form Tie 

Named the PlastiCone, a new tie is 
designed to produce a positive break-off 
1” or 1%” back from the surface of the 
finish concrete. It incorporates a molded 
polyethylene cone, which is inserted in 
each end of the form tie. It envelopes 
the tie from the point of break-off, out 
to the surface of the wall, thus prevent- 
ing excess bleed at the tie-slot. The 


Adhesive for Polyethylene Film 


A fast-grab, high tack, waterproof ad- 
hesive, Bondmaster Z377, for mounting 
polyethylene film for permanent moisture 
control in building construction and 
similar applications is announced. Sturdy 
bonds to concrete, wood and a variety 
of other surfaces are claimed. The new 


Nylon Roller Drawer Slide 


A recently developed economy nylon 
rollered metal drawer slide is announced 
by Trend Industries. The drawer 
slide will be exhibited by the manufac- 
turer at the 1958 NAFM Supply, Equip- 
ment and Fabric Fair in Chicago, Aug. 
24-27, at the Conrad Hilton hotel. Trend 
Industries, Dept. AL, 2043 W. North 
Ave., Chicago 47, IIl. 
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Plastic-Cone can be removed, with prac- 
tically no spalling, immediately after 
stripping the forms, says maker. Thus 
filling and grouting can be accomplished 
on “green” concrete. The cones need not 
be oiled or specially treated, since con- 
crete cannot adhere to the glass-smooth 
surface. Gates & Sons, Inc., Dept. AL, 
80 South Galapago, Denver 23, Colo. 
Circle No. 209 on Coupon, page 80 
(continued on page 72) 
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It’s here! The new plastic panel you 
can talk about and sell! New, 
extra-wide 48” coverage size 
plus... 


© Higher light transmission in 
industrial colors 
® Greater weather endurance 


Now from Butler, a great new 
plastic panel with three big selling 
features that are yours at no extra 
cost. New Stylux offers you every 
other panel feature, too: strength 
and load capacity in excess of in- 
dustry standards, uniform thick- 
ness, fire and heat resistance, 
eleven striking decorator colors. 
Find out about new Stylux in extra- 
wide size. Write: 


aD 


BUTLER MANUFACTURING COMPANY 
Dept. 101, 3241 N. 7th St. Trafficway, 
Kansas City 1, Kansas 


on Coupon, page 80 








cutting Panel Boards 
to Size wae te... 


PAYS FOR ITSELF IN A FEW MONTHS! 
Rips or cross-cuts can be made without removing panel 
from machine. One man can cross-cut or rip a 4’ x 12’ 
panel alone and quicker than two con on a table saw. 
All cuts are consistently square. Vertical and horizontal 
scales are attached for selective cuts. Machine i is fool- 
proof; can be op d by unskilled in complete safety. 





WRITE FOR PRICES AND LI 





CROSS-CUTS 
OR RIPS 


INUSAand CANADA 
LISTOF OWNERS 
SENTON REQUEST 

Rho 
Owns Gne! 


RICHARD C. BENNETT MFG. CO. 


BOX 339 


LACEYVILLE, PENNA. 
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Sure-Fire 


Business Builder 
for You! 








ZIP OUT; ZIP IN 
Simple, foolproof 
device permits 





Cupples Low-Cost, 





SINGLE-HUNG 
BALANCED 


Aluminum Window Now Has 


Here’s what you and your customers have 
been looking for. A single-hung window with 
removable sash that permits washing from the 
inside. That means this popular window now 
is perfect for split-level and two-story homes 
as well as for single-story dwellings...a 
vastly increased market for you. 


Made to the highest standards of design and 
construction. Automation makes it possible 
to price this window lower than any previously 
built. And the removable sash is an exclusive 
feature ...one that will meet immediate ac- 
ceptance, clinch the sale for you. Be among 
the first to sell this big money-maker. 


NOW'S THE TIME TO GET INTO THE : 
ALUMINUM WINDOW BUSINESS : 


The present is good . . . the future looks terrific. Accelerated » 
building programs point to an ever-growing use of these ¢ 
modern windows... an ever-widening market. A Cupples’ 

franchise can be profitable to you from the start. The : 
Cupples name stands for the very finest products... ; 
products that have pleased homemakers for more than « 
100 years. Why not find out just what a direct Cupples ; 
connection can mean to you? Write today. : 
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easy removal 
of sash. 


Look at these other features! 


@ Integral fin-trim—just 4 nails to install. 


e Equipped with the finest mechanical balance, 
assuring whisper soft operation. 


e Weatherstripped with metal-backed fabric. 
e Stronger, more rigid. Dust and draft-free. 

e Never binds or sticks. Never needs painting. 
e FHA approved. No service call backs. 


e Meets the specifications of the Aluminum 
Window Manufacturers Association. 


PRODUCTS CORPORATION 


2653 South Hanley Road 
St. Louis 17, Missouri 
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pops Two-Car Residential Door 
NEW PRODUCTS Called the Vanguard, a new budget- 

: priced, two-car residential door is en- 
(begins on page 68) gineered and built to meet all Crawford 
Door quality standards, including torsion 
spring mechanism, Marvel-Lite panels 
and Marvel-Weld rail construction, says 
maker. The Vanguard is offered in three 
styles, panel-modern, conventional and 
ranch, and in three sizes, 15’0’ W x 
7’0” H, 16’0” W x 6’6” H and 16’0” W 
x 7’0” H. The custom design look can be 
achieved by making use of a do-it-your- 
self custom kit, which also is available. 
The kits include rosettes, louver or ac- 
cent moldings, which can easily be ap- 
plied. Crawford Door Co., Dept. AL, 
20263 Hoover Rd., Detroit 5, Mich. 
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Wall and Ceiling Covering 


Barclite Canopy Kit , Designed to create functional beauty 

A new translucent door and window < in rooms throughout the house, new Cu- 
canopy for do-it-yourselfers is  an- ron wall and ceiling tiles not only provide 
nounced. Named the Barclite Canopy ; : a richly textured finish but insulate and 
Kit, each individually packaged unit con- soundproof as well. A foam-like sub- 
tains all necessary hardware, fiberglass stance, Curon maintains its flexibility 
reinforced panel precut to save time and iL: over a wide temperature range, so that 
easy-to-follow installation instructions. ' | it may be used for virtually every kind 
Designed to fit over most entrance doors of insulating job. Curon Wall Covering 
and large windows, the canopy combines is available in 10” squares and 24” wide 
the shatterproof, weather-resistant qual- rolls with plain or striated surfaces, in 
ities of Barclite with heavy-duty alum- 12 decorator colors. Using Curon wall 
inum framing. Offered in a choice of covering adhesive, the tiles or panels can 
five popular decorator colors, the canopy be applied to walls and ceilings quickly 
is 414%” wide x 47” long. Barclite Corp. and easily by the do-it-yourselfer. Curt- 
of America, Dept. AL, 385 Gerard Ave., : 4 iss-Wright Corp., Dept. AL, 50 Rocke- 
New York 51, N. Y. we feller Plaza, New York 20, N. Y. 
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‘‘Minnesota’”’ sales booster in action 


For coiings, walls and woodwork 


WITH PLANNED, YEAR-ROUND MERCHANDISING 
TAILORED TO FIT YOUR NEEDS 





Your MINNESOTA paint salesman is an expert in 
making paint merchandising work. Once a year he’ll 
bring you up-to-date with the MINNEsoTA Deluxe 
Portfolio of Merchandising. The Portfolio is a 
graphic ‘‘check list”’ of all the latest, proven paint 
merchandising aids available to MINNESOTA Dealers. 

The man from MINNESOTA will review the effec- 
tiveness of your present merchandising. Then he’ll 
show you the latest ideas for building heavier store 
traffic and swelling your new customer list. 

Your MINNESOTA salesman will recommend a 
lively, balanced sales-boosting program designed to 
meet your particular needs. He’ll show you how to 
make point-of-purchase, direct mail, color planning 
service, dealer signs, and special market promotions 
more effective and more profitable. 

yOu ‘ : For information about an exclusive MINNESOTA 
STORE TRAFFIC Paints franchise, simply drop us a card. 


* . 
Minnesota Paints, Inc. 
Dept. AL-4, 1101 3rd St. So., Minneapolis, Minnesota 
mm, 


ae 


; 
MINNESOTA PAINTS salesman Tracy Lindsey (right) shows a ( hal nnesofa 
proven sales aid in the Deluxe Portfolio to Mr. Ralph W. PAINTS 
Padgett, MINNESOTA PAINTS Dealer in East Point, Georgia. ; 


PLANTS: Minneopolis « Fort Wayne « Atlanta « Dallas 
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Two New Wood-Grain Patterns 
Two new patterns, Oriental Walnut- 
Pickle Finish and Natural Teak, will be 
offered under the tradename Kevinite, 
which is a flexible laminate composed of 
special grades of core papers. im- 
pregnated with an overlay of hard, 
thermo-setting resin. Kevinite is available 
in rolls 30” and 36” wide and may be 
bought by the foot or yard. Homeowners 
can carry out enough material in a roll 
to re-do a kitchen, playroom, den, bath 
and odd pieces of furniture, says maker. 
Application consists of scoring, breaking 
Luxury Gas Foldaway and rolling on with adhesive. Swedlow 
With the addition of the Dixie Gas Plastics Co., Dept. AL, 394 N. Meridian 
Foldaway to its line of gas and electric Road, Youngstown, Ohio. 
ranges and built-in equipment, Dixie Circle No. 215 on Coupon, page 80 
Products brings new convenience to 
modern kitchens. The Foldaway is a 
built-in counter-top cooking unit with two 
gas burners that folds into its own slim, 
square-cornered cabinet when not in use. 
When folded away, the unit occupies less Ww ng 
than one square foot of counterspace. It PICKERING ‘, GOLD MEDAL “LUMBER 
also is an ideal cooking unit for recrea- k; 
tion rooms, small apartments, cabins and 
boats. The Foldaway features a thermo- 


statically controlled Burner with a Brain, comes from 


automatic lighting, automatic gas shut- 


off as the unit is closed and a con- 
venience electrical outlet. Dixie Products, ALTITUDE GROWN 
Inc., Dept. AL, Cleveland, Tenn. 
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And it has all of the merits asso- 
ciated with high altitude growth— 
fine grain, soft, mellow texture, 
generous size, uniform quality. 
Pickering’s mill, completed in 1947, 
is modern and efficient. All electric 
with two band mills and a resaw, 
it can turn out 400,000’ a day. 
Twenty-four dry kilns operate the 
year around. Five sheds hold 20 
million feet of dry lumber—assur- 
ing prompt shipment of 


CALIFORNIA 
Versatile Plastic Panel SUGAR AND PONDEROSA PINE 
A new reinforced plastic panel, called WHITE FIR AND INCENSE CEDAR 
Goldstraw, is a versatile material for 
creating awnings, patio roofs, interior Lumber 
partitions, room dividers, tub enclosures | Cut Stock, Box Shook 
and many other home or office improve- | 
ments. An unusual decorative effect was Please contact your local distributor who 
achieved by interweaving gold strands in- features “Gold Medal” products—or drop 
to a pebble-grained background of five us a line at Standard, Californic and let 
popular sclid tones. Goldstraw is avail- us put him in touch with you 
able in widths of 34” and 40” and 
standard lengths to 13’6”. The panels 
can easily be installed by the do-it-your- 
selfer, says maker. Structoglas Div., In- 
ternational Molded Plastics, Inc., Dept. 
AL, 4387 W. 35th St., Cleveland, Ohio. 
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True Temper Announces New Ax | Ask for a copy of our color brochure, 
The new Kelly Woodslasher, a quality The Pickering Trade Mork is your ‘“Timber,‘‘ which contains a word and pic- 


assurance of quality. ture story of Pickering’s timber resources 


axe, is priced for volume sales. It is of- f g's 
and manufacturing facilities. 


fered in a choice of patterns, in single 


bit or double bit. Forged from axe steel 
and heat treated, it has a fire-hardened 
hickory handle, power driven at factory. LUMBER CORPORATION 
Made in men’s single and double bit, a ; : 
Cruiser axe, Miner’s axe, Boy’s axe, Standard, California 
House axe and Hunter’s axe also are (Near Sonora, Calif.) 
avails: — a . jcec « Trne Te + MILLS: Pickering Lbr. Corp. Standard, Cal f 
— es y peep iclid se West Side Lbr. Co. Div. Tuolumne, Calif. 
er orp., ept. sRaey & ~uCH AVE., Telephones: Sonora Je 2-7141 TWX: Sonora 116-U 
Cleveland 15, Ohio. Tuolumne WA 8-4213 
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Russwin Doorware Display 

Called the Superette, a 6’-high, eye- 
catching display of Russwin doorware 
occupies 3’ of frontage and is only 20” 
deep. The display presents more than 
50 hardware samples for examination by 
customers and is designed to boost im- 
pulse sales. Included are beautiful wood, 
ceramic and metal knobs, with dramatic 
escutcheons; latches; stops; hooks; han- 
dles; bolts; door closers; and residential 


ty 


Sales Aiils- 


hardware to fill practically every need. 
Four shelves are built into the back of 
the display for stock. Russell & Erwin 
Div., The American Hardware Corp., 
Dept. AL, Washington St., New Britain, 
Conn. 
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Cedar Shingle Roof Section 

A new 2’x4’x3’ counter display fea- 
tures a roof section of full-sized cedar 
shingles mounted upon a_ handsome 
hardboard base. Each side of the base 
carries a sales message pointing to the 


a 


mr 








EXTRA 
CONVENIENCE ] 
OF THE 


She’ll stay sold, too, because every 
day the beauty, comfort, and con- 
venience of Malt-A-Magic preci- 
sion balanced windows with 
take-out sash will make her home 
life easier and happier. 

And, you can get complete sat- 
isfaction and handsome profits 
when you sell the MALTA line 
of quality wood windows. 


MALT-A-MAGIC @ MALT-A-MATIC @ MALT-A-VENT 
MALT-A-GLIDE @ MALTA TOWN and COUNTRY 


Supreme Quality Since 1901 


Member N.W.M.A. and Ponderosa Pine Woodwork Assn. 
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the line 


write to Dept. AL 


MFG. CO. 
Malta, Ohio 


advantages of cedar  shingles—their 
triple-thickness, economy, _ insulation, 
beauty and durability. The shingles are 
laid at standard weather exposure and 
their exposed edges provide a graphic 
demonstration of the actual three-ply 
thickness of a cedar roof. Red Cedar 
Shingle Bureau, Dept. AL, 5510 White 
Bldg., Seattle 1, Wash. 
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Bolt King Display Rack 

Displaying 64 of the most popular 
fastener items in transparent bags, the 
Bolt King self-service rack requires ap- 
proximately 4 square feet of floor space. 
All items are zinc chromate rust resistant 
and come in choice of two assortments 
plus 89 additional items available on re- 
fill orders. Preassembled pegs hold 5 
bags of each item. Buffalo Bolt 
Co., Div. of Buffalo-Eclipse Corp., Dept. 
AL, North Tonawanda, N. Y. 
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investigate 


ALWINTITE 


by GENERAL BRONZE 


that offers you 
and builders 


PLUS VALUES 


ALUMINUM WINDOWS 


DOUBLE-HUNG * SINGLE HUNG 
HORIZONTAL SLIDING * AWNING 
PICTURE SLIDING 


SLIDING GLASS DOORS 


REGENCY * CORONET 


See our catalog in Sweet's file. For the complete 
story see your local ALWINTITE distributor or 


GENERAL BRONZE CORPORATION 4% 


ALWINTITE DIVISION 
Stewart Ave., Garden City, N. Y. 
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New Equipment 


ing wedges. Assembly is said to take 
only a matter of minutes. Support bars 
are designed to take up to a 48”x96” 
plywood panel for flush shelving. De- 
signed for light to medium loading, 
Sturdi-Deck is easy to expand, rearrange 
or disassemble. Sturdi-Bilt, Material 
Handling Div., Union Asbestos & Rubber 
Co., Dept. AL, 332 S. Michigan Ave., 
Chicago 4, Ill. 


4>EO4Ce 


Fork and Boom Attachment 


A new extension boom and hook at- 
tachment adds a new dimension to the 
standard fork lift truck by giving it the 
ability to function also as a crane truck. 
In a matter of minutes, forks may be 
removed and the boom and hook placed 
on a lift truck’s carriage, says maker. 
The basic boom attachment extends 30” 
and has a capacity of 4,800 pounds. Ad- 
ditional extensions are available to length- 
en the boom to 42” or 60”. When the 
boom is extended 60”, it has a capacity 
of 4,000 pounds. Automatic Transporta- 
tion Co., Div. of The Yale & Towne 
Mfg. Co., Dept. AL, 149 W. 87th St., 
Chicago 20, Ill. 
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Improved Concrete Mixer 


Muller Machinery Co. announced re- 
cent improvements on its 342 § Tilting 
Type Concrete Mixer. The welded steel 
main frame has been redesigned, making 
the structure stronger and more rigid. 
Pneumatic, automotive type wheels with 
5.00x15 tires and heavy-duty Timken 
Bearings will now be standard equip- 
ment in place of 4.00x12 tires and plain 
roller bearings. A new positive-locking 
device for the steel mixing drum has 
now been incorporated so that the drum 
may be securely locked in any loading 
or discharge position. Muller Machinery 
Co., Inc., AL, Metuchen, N. J. 
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Adjustable Storage Rack 

Called Sturdi-Deck, a new storage 
rack has long, wide-open decking. Sturdi- 
Deck comes in shelf sizes up to 48”x96” 
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The new custom-finished 





BRENTWOOD* PATTERN 
in Nova Shake-Panels 


The Brentwood Pattern produces a fresh, striking exterior no other 
shake can offer. This entirely new shake finish comes only on Nova 
Shake-Panel, 16%” x 46%”. The smooth Cedar texture is striated at 
random intervals with heavy, tapering V-grooves. The ends of the 
panel are V-grooved to form invisible joints and present an unbroken 


pattern across the building. 

This custom-finished panel surpris- 
ingly has the same low price as regular 
Nova Shake-Panels. And all the 
construction features of Nova Shake- 
Panels are there. The highest-grade 
Cedar Shakes are electronically glued 
and pressed onto a standard wood-fiber 
backer. The waterproof glue is not 
used in spots, but on almost the entire 
surface to be adhered. Wide shiplaps 
give a positive joint. 

The Brentwood-Pattern Panel is nailed 
conventionally over sheathing, with the 
application economies of fast coverage. 
For full data, use the coupon. 

*Pat. Pending 


0 Nova Shakes 
* Trenton 3, N. J. 








For the best in Shake finishes 
...Nova Shake-Panel 


The regular Nova Shake-Panel 
has a grade of Shakes all its 
own—*1 Novagrade. A polymer- 
ized paint finish on the shakes 
is equal toa first-grade exterior 
house-paint job. In addition, 
this top-quality panel offers the 
choice of conventional nailing 

or application with the Panel- 
clip, with or without sheathing 
This is the only shake-panel 
that can be used without face- 
nailing. Use the coupon for 
full data 


Send the literature and/or specification data checked: 
©) Nova Shake-Panel 


Novafold Doors 
Nova Cedar Closet Lining 


O Nova Brentwood Pattern Shake-Panel 


and requires no cross-bracing, permitting | 4 wholly owned NAME 
stock entry from front or back. Sturdi- subsidiary of 

Deck is made up of three basic partsw— | y fe C 
one-piece rigid end frames, one-piece | gates cITy 
welded horizontal support bars and float- 


ADDRESS 





STATE - 
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New Literature 





A new Gulfspray Catalog completely il- 
lustrates the full line of shower doors, 
tub enclosures, framed mirrors, poster 
and showcase doors and sliding glass 
walls produced by Binswanger & Co. 
Lavish use of color and photographs 
illustrate 18 different units, each in a 
dramatic setting. Binswanger & Co., Dept. 
AL, 207 N. Main St., Houston, Tex. 


Circle No. 222 on Coupon, page 80 


Gas-Powered Fork Truck. Operating 
characteristics and construction features 
of the Clarklift 20, a 2000-pound capac- 
ity gas-powered fork truck, are contained 
in a new six-page, four-color brochure 


FOR 


now available. Photographs and drawings 
illustrate such features as operator com- 
fort, maintenance accessibility and safety 
characteristics. Industrial Truck Div., 
Clark Equipment Co., Dept. AL, Battle 
Creek, Mich. 
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“Drain That Rain Water Away!” is the 
title of a new folder describing the many 
benefits homeowners will derive by using 
Orangeburg pipe and fittings. Liberally 
illustrated, the new folder also contains 
complete assembly and installation in- 
structions. Orangeburg Mfg. Co., Dept. 
AL, Orangeburg, N. Y. 
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INCREASED 


PROFITS IN YOUR BUSINESS 


Have you ever wished that 


—you could buy at lower prices 
—you had bigger buying power 
—you could keep your inventory in better balance 


with demand 


—you could know when to buy most favorably 


You can have all of these advantages—and more—by 
using Biddle Purchasing service. 

Think of it! Biddle puts a large staff of buying experts and 
4 buying offices at your service. Biddle gives you big buying 
power—enables you to know where and when to buy at the 
lowest prices—on the best terms and deliveries. 

Biddle gives you the time and facilities you don’t have your- 
self to comb the market for money-saving offerings of lumber 


and building materials. 


ACT NOW! To Sharpen Your Buying! 

Be realistic! You can’t do by yourself what you can do with 
the help of Biddle’s big buying power and Biddle’s buying 
experts in all leading producing centers. Biddle’s service pays 


extra profits: 


Write for the Biddle folder today! 





BIDDLE PURCHASING COMPANY 


280 Broadway, New York 7, N. Y. 


Established 


Meridian, Miss. 


Chicago 


1879 
Seattle 
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Textured Woods. A colorful new illus- 
trated 8-page brochure on Weldwood tex- 
tured wood wall paneling is available. 
The woods with which the brochure deals 
are Surfwood, a Douglas fir panel; Sea 
Swirl, similar to Surfwood; Weldtex, a 
striated panel; and Planktex, ribbon-cut 
Philippine Mahogany with 6” bands of 
irregularly cut striations, alternating with 
6” bands of natural grain. The brochure, 
entitled “Weldwood Textured Wood 
Paneling,’ may be obtained by writing 
U. S. Plywood Corp., Dept. AL, 55 W. 
44th St., New York 36, N. Y. 
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Macco Products. The Macco Chemical 
Co., manufacturer of a complete line of 
adhesives, Mortar Mastic, grouts and ac- 
cessories for the ceramic tile industry, 
announces the publication of a new, 8- 
page catalog embracing all the products 
manufactured under the Macco label. 
Macco Chemical Co., Dept. AL, Wick- 
liffe, Ohio. 
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Thor SpeedTools. A pocket-size folder, 
“Do It Yourself with Thor SpeedTools,” 
features illustrations and specifications of 
19 portable electric tools for home work- 
shops. The folder opens to 12” x 19” 
size. Complete information is listed for 
portable electric drills, sanders, polishers, 
SAWS, jigsaws, grinders and a complete 
line of accessories for these tools. Copies 
of the folder, No. JE-2385, may be ob- 
tained by writing Thor Power Tool Co., 
Dept. AL, Prudential Plaza, Chicago 1, 
Il 
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$500 in Prizes for 
Best Dealer Display 


A $500 dealer display contest has 
been announced by Slaymaker Lock 
Co., Lancaster, Penna., including 35 
cash awards with the winner receiving 
$250. 

Size or type of display is not impor- 
tant, according to the manufacturer, 
because the contest is based on origi- 
nality using Slaymaker products. 

Photographs of displays with deal- 
er name and address on the back 
must be mailed no later than Novem- 
ber 15 to the Slaymaker contest de- 
partment. 


Wholesaler Sponsors 
Art Hood Workshop 

In an unusual dealer-aid program 
among building materials jobbers, the 
Associated Distributors Co. of Atlanta, 
Ga, was host to 45 lumber dealers last 
month as sponsor of an Art Hood Man- 
agement Workshop held in Atlanta. 

This was the 77th dealer workshop 
conducted by Art Hood, editorial chair- 
man of American Lumberman. The next 
workshop will be the week of August 
25 at Danville, Ill., sponsored by the 
Illinois and Indiana lumber and _ build- 
ing materials associations. 


New Weyerhaeuser Yard 

The second distributing yard for 
Weyerhaeuser Sales Co. has _ been 
opened in Massachusetts at Water- 
town, located in the Waltham Ter- 
minal. 
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TRINITY WHITE © 
TRINITY WHITE ” 


TRINITY WHITE 


yes indeed— 
whitest in the bag— 
whitest in the mix— 
whitest in the 


completed job! 


Trinity White is a true portland cement made from materials that 


are free from color minerals. It is an intense and very beautiful white. Makes 


the most attractive of all concrete, either in the pure white or with tinting 


pigments added. A favorite with architects and builders and with 


do-it-yourself home owners. For dealer information write 


Trinity White, 111 W. Monroe St., Chicago 





@ product of GENERAL PORTLAND CEMENT CO. 


CHICAGO + DALLAS + CHATTANOOGA 


BUILDING PRODUCTS MERCHANDISER 


TAMPA + LOS ANGELES 
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DEALERS! 


Send for your copy of this new 
popular booklet for consumers. 
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Classified 





Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 


mailing copy for ads address them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








LUMBER YARD MANAGER 
Florida line yard operation has opening for 
two managers. Must be fully experienced to 
operate complete lumber yard. Send photo 
with application. Address Box D-50 Ameri- 
can Lumberman, Inc. 


Western lumber manufacturer interested in 
men with experience in selling to industrials 
or retail yards in Chicago area. Opportunity 
for successful future with aggressive, leading 
producer of quality material. Must submit 
complete resume for consideration. Address 
Box D-56, American Lumberman, Inc. 


Wonderful opportunity for a good salesman 
to sell builders’ hardware and specialties to 
lumber yards in established territory for 
largest distributor on the East Coast. Gen- 
erous draw against commission. Yearly 
earnings excellent. Reply Box D-62, Ameri- 
can Lumberman, Inc. 


SALESMAN WANTED 
to sell REED FENCING 
to GARDEN SUPPLY STORES, NURSERIES, 
FENCING and LUMBER DISTRIBUTORS, 
HARDWARE STORES. High Commission. 
Please write to 
HYDE PARK SEED CORPORATION, 
15 PARK ROW. New York 38, N. Y. 





SITUATIONS WANTED | 








Reliable and experienced Lumber & Mill- 
work estimator and salesman. Can list ma- 
terial from any plan including Cus- 
tom Architectural designs for Residences, 
Churches, Schools, Industrial and Com- 
mercial projects. Am accurate but not 
perfect. Good reasons for leaving present 
employment for over 15 years. Good charac- 
ter and well recommended. Address Box 
D-57, American Lumberman, Inc. 





Manager. Experienced all phases retail 
management. College graduate. Salary and 
profit sharing, with possibility future part 
ownership. Excellent references. Address 
Box D-59, American Lumberman, Inc. 


Lumbermon, 25 years experience, last 10 as 
retail manager desires to relocate as retail 
manager or salesman in wholesale. Best of 
references. Address Box D-35 American 
Lumberman. 





SALES REPRESENTATIVE 
WANTED 





MANUFACTURER’S REPRESENTATIVES 
WANTED to sell Aldor’s exclusively design- 
ed Fiberglas-Plastic, Aluminum, and Steel 
Overhead Garage Doors. Exceptional oppor- 
tunity for agents now handling wood garage 
doors or line of building products sold to 
accounts which could be our prospects. Give 
full information, lines, territories covered, 
etc. 

Aldor, Inc. 

4300 N.W. 36th Avenue 

Miami 42, Florida 


SALES REPRESENTATIVES 
WANTED 











Full line plumbing fixture manufacturer is 
expanding into the building supply field in 
the Midwest. Interested in procuring repre- 
sentatives, distrbutors, dealers, etc., to han- 
dle our allied line in conjunction with your 
present sales efforts. No cash investment 
required. Contact Robin-Ware Corp. 138 W. 
54th St. Chicago 9, Illinois. 


WANTED—Manufacturer Representative—- 
to sell complete line of ornamental iron and 
aluminum railing and columns. A _ Do-it- 
yourself item—a volume product with fast 
turn-over. Liberal Commission. State area 
in which you sell when writing for details. 
Elite Fabricators, Bel Air, Maryland 


Nationally known door lock manufacturer 
selling to lumber, building material and 
hardware trade has openings for established 
commission sales representatives in some 
choice protected territories. Address Box 
D-55, American Lumberman, Inc. 


Hard working representatives calling on 
Lumber and Building Supply dealers in 
Tennessee, Kentucky, Indiana, Illinois, 
Wisconsin, and Michigan. Complete line of 
masonry waterproofing products. An excel- 
lent opportunity for the right persons. 
Beaver Products, Box 392, Coshocton, Ohio. 





RAILS FOR SALE | 





New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





BUSINESS FOR SALE 





Prosperous building material business in 
Michigan’s best tourist town. Ample ware- 
houses and yard space. Lares, modern sales- 
room. Best of prospects. ould prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc. 


Profitable Lumber, Concrete Block Manufac- 
turing and Building Materials Business. 
500’ Railroad Frontage. Will sell on terms to 
right party. R Graham, P. O. Box 6005, 
Daytona Beach, Fla. 


Profitable lumber and building material 
business in Pennsylvania. For complete de- 
ag write Box D-58, American Lumberman, 
ne. 
For Sale: Lumber, building materials, paint, 
builders hardware in small Alaska town. No 
competition in lumber, building material. 
Grossing over $100,000 (1957, $127,000). New 
Buildings, one 212 stories 49 x 72, one 42 x 70 
basement and one floor. Well equipped busy 
shop. Warehouse area 6500 Sq. Ft. Store 
area 832 and two large apartments. Inven- 
tory about $20,000. Price $42,500 plus in- 
ventory and equipment at book. Address 
Box D-49 American Lumberman, Inc. 


BUSINESS FOR SALE 











FOR SALE 


Retail lumber yard & sawmills facilities, 30 
acres of land with railroad siding, all up 
to date machinery, planer matcher & re- 
saw, many more items too numerous to 
mention. Can be bought at the right price 
as I am retiring. The location is on the 
Eastern Shore of Virginia. Address Box D-61, 
American Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 











For sale—53,000 board feet kiln dried South 
American hardwoods stored in Virginia 
Random widths, lengths, thicknesses. Among 
the principal species are copie, basralocus, 
black kabbes, red kabbes red salie and wana. 
Reply Box D-60, American Lumberman, Inc 





RAILS WANTED 











RAILS. New and Relaying, Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 


M. K. FRANK 
480 Lexington Ave., New York 17, N.Y. 
400 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada 





MISCELLANEOUS FOR SALE | 








CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





MACHINERY FOR SALE | 





FOR SALE 


Ross Straddle Carrier 
Model 70, 5 ton, good condition 


Bishop Lbr. Co., 
2315 Elston Ave., Chicago, 


Motors for Sale 


25 H. P., G. E., 1800 r.p.m. 
440 volts, 3 phase with starters 
25 h.p. G.E., 1100 r.p.m. 220 volts 

25 h.p. Watson, 3400 r.p.m., 220 volts 
with starters and switches 

15 h.p., G.E. Slip Ring, 1200 r.p.m., 
220 volts with controller 


Bishop Lbr. Co., 
2315 Elston Ave., Chicago, Illinois 
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“It’s been smolderin’ ever since we started 
suggesting ‘ScotcH’ Brand Masking Tape 
with every paint sale!” 
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More and more of your custom- 
ers are asking about treated pole 
frame construction for durable, 
low cost farm buildings. Treated 
Lodgepole Pine from J. Neils is 
the answer to their needs and to 
increased sales for you. J. Neils 
poles are straight, strong, with 
uniform taper. They are selected 
from our own timberlands, and 
treated (penta or creosote) in our 
own plant. Mixed cars can in- 
clude poles with treated or un- 
treated lumber. Free plans and 
erection instructions available. 





J. Neils Lumber Company 





Division of St. Regis Paper Co. 
MILL AND TREATING PLANT AT LIBBY, MONTANA 
Circle No. 47 on Coupon, page 80 
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WOOD SHUTTERS 


Rooms have more personality . . . houses sell 
more quickly ... with these finest quality movable 
shutters. Manufactured and sanded at 
the factory, each 4-panel unit comes pre- 
assembled, ready to hang... requiring a minimum 
of installation time. Package contains 
all necessary hardware, genuine porcelain 
knobs and Wrought Brass hook. Shutters available 
in select Sugar Pine or Philippine 
Mahogany. For complete information, contact 
your jobber or write direct to: 


YWOOD, Inc. 


P. O. Box 706 — AMARILLO, TEXAS 
Circle No. 48 on Coupon, page 80 
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DEALER POINTERS CASH FOR 
& as POM Oo “4 HARDWARE PHOTOS! 


° The editors of American Lumberman 
Special Pallet Eases can use certain photos for a big hard- 
* ® ware issue to be published September 
Asphalt Shingle Handling a - 15th. Take a look Le that hardware de- 
. . P : : artment of yours and see if you have 
Light wood pallets like the one held ear : reenter which qualifies. We will pay 
by manager Gerry Freyman, com- 4 a $5 for each photo used. We need: 
bined with a long-nosed hand truck, Windows—Multi-item displays, which 
speeds handling of asphalt shingles for encourage browsing and shopping by 
Freyman Lumber Co., Dyersville, : ; men. We'd like photos which show the 
lowa. ‘ a customer the wide variety of hardware 
The pallets are made of 1x6 lum- es items stocked. , : 
ber with 1x2 lumber cleats. With the ; y. ae Self-service—Photos which _ illustrate 
system, a man can handle 10 bundles : : ea good use of packaged hardware to en- 
sy 7 . . on ; o : : ; ee s courage self-service are solicited. 
at a time. crap umber was used American Lumberman Editorial Department 
for the pallets. The hand truck is a 59 E. Monroe Street, Chicago 3, Ill. 


standard model. 











PONDEROSA PINE— SUGAR PINE 
WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 56 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


ro PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Trade Mark 
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Company___ 
Zone State 


oe a van 
Mail to American Lumberman & Building Products Merchandiser, 59 E.MONROE ST, CHICAGO 3, ILL 
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ADVERTISERS’ 


INDEX 





Acme Steel Co. ... 
Archer-Daniels-Midland 
Armstrong Cork Co. 
Arvey Corporation 


Barclay Mfg. Co., 
Barclite Corp. of America ‘ 
Bennett Mfg. Co., Richard C. .. 
Biddle Purchasing Co. 
Bradley-Southern, 

Div. of Potlatch Forests, Inc. 
Bruce Co., E. L. 
Bunyan Lbr. Co., 
Butler Manufacturing Co 


Libbey*-Owens:Ford Glass Co 
Lockwood Hardware Mfg. Co 
Louisville Cement Co. 


Lumbermens Mutual Casualty Co., The .. 


Malta Mfg. Co., The ‘> 
Marlite Div. of Masonite Corp. 
Mauk Lbr. Co., The C. A 

Mauk Seattle Lbr. Co. 

Maywood, Inc. 

Minnesota Mining & Mfg. Co 
Minnesota Paints, Inc. 


National Cash Register Co., The 
National Gypsum Co. .... 


Sidney L. Hechinger Dies 


Sidney L. Hechinger, 73, founder 
of the Hechinger Co., Washington, 
D. C., died in Swampscott, Mass., his 
summer home, July 11. 

Hechinger was one of the most im- 
aginative and aggressive building ma- 
terials dealers in the country. His 
chain of building materials stores in 
the Washington, D. C. area reflected 
many of his original merchandising 
techniques. 

Besides an intense interest in his 
own business, Hechinger was occu- 
pied in many charitable and public 


Copeland Lbr. Co = . 2 National Manufacturing Co. ... K sel a ee > Once 2c. 
Cupples Products Corp. ... 7 National Plastic Products Co., The...... Service organizations. He — des 
Te a ae y cribed himself as a “builder and busi- 
Dexter Lock Division, Nova Sales Co., nessman” and a “very fine amateur 
Dexter Industries, Inc. j 2 Sub. of Homasote Co advertising man, home decorator and 
Dow Chemical Co., The R 5 yardne ” 
Pickering Lbr. Corp. .. 7 garaner. 
Elite Fabricators Pree ‘ . 2 Pittsburgh Plate Glass Co 
Evans Products Co. ) : 
Red Devil Tools New Push for Caulking 
Firestone Tire & Rubber Co., The ..... b Reichert Float & Mfg. Co., The 
Flintkote Co., The Roddis Plywood Corp. 


Increased promotion help for sell- 
Ford Div. of Ford Motor Co. Ruberoid Co., The 


ing the DAP line of caulking, glazing 
Safe Padlock & Hardware Co and sealing products is scheduled for 
Sargent & Co. ...... biahiba the coming months, according to 
Southern Screw Co Dicks-Pontius Co. manufacturers. New 
Teniaeee Giove Works dealer kits contain display banners, 
Trinity White Cement ; hand-out folders, ad mats, etc. 
Johnson Co., C. S 3 ae ‘ i “DAP” is the line name introduced 
Jones & Laughlin Steel Corp : ar ag ele ga . when the Dicks-Pontius Co.. with its 
; subsidiary, Landen Putty Works, 
é merged with the Armstrong Co. Dis- 
Western Pine Assn et . = , 
Weyerhacuser Sales Co " os tribution outlets have increased 10% 
Wisconsin-Michigan Group ...... 2: during the first year’s operation as 
8 a merged company, it was reported. 


General Bronze Corp 
Georgia-Pacific Corp 
Gering Products, Inc 
Goodman Lbr. Co 
Griffin Co., G. W 


Kaiser Aluminum & 
Chemical Sales, Inc ee - Wells Lbr. Co., J. W. 


Larsen Products Corp 
Leigh Building Products, 
Div. of Air Control Products, Inc eT Wood Products Co. 











Sering Lumbermen 
ence 1G12 


BY WOOD 
PRODUCTS 


A PROFITABLE SIDE LINE FOR YOU 





e substantial cash dividends 
e trained engineers 


e more than 80 branch claim offices 
in U.S. and Canada 


Lumbermens. MUTI CASUALTY CMY 


James S. Kemper, chairman - G. Kemper, presid«nt 
Mutual Insurance Building, Chicago 40 
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MANY TYPES FOR 

SUBURBAN HOMES 
ESTATES - CLUBS 
Gates To Match 








WHITE CEDAR 
SCREEN TYPE 








Right — POST AND ; 
RAIL— Hand Split— @ 
2, 3, 4 or 5 Chestnut 
Rails. 5s 





American Lumberman 
Note how 


Dealer Aids 
ends of rails 


STORE DESIGN: You can have the professional oré-deieiend 
architectural services of James N. Lindenberger. for easy 
Mr. Lindenberger specializes in new and re- | assembly. 

poe wh . 7 or 8 ft 
modeled buildings for building materials deal- ecctions 
ers. He headquarters at American Lumberman, L 
and works for dealers in all parts of the 
country. Will travel. 


Write AMERICAN LUMBERMAN, 
59 E. Monroe St., Chicago 3, Ill. 








YARDS — Toledo, O. 

W. VA. - Bayard, 

Webster Springs, 

Fort Springs. PENTA PRESERVATIVE 

VA. - Cinatibarg. We can treat both posts and rails with 
We can serve your truck this nationally known preservative. 


— write ror WOOD PRODUCTS CO. 
CATALOG TOLEDO 12, OHIO 


WHITE CEDAR - RESIDENTIAL 








Circle No. 50 on Coupon, page 80 
BUILDING PRODUCTS MERCHANDISER 








It figures: The only people who can live like millionaires 
these days are billionaires. 

i * * 

A bishop served in the hill country of the Ozarks and visited 
a certain small parish once a year for Confirmation. In one of 
his classes he noted a young man and a young woman who 
seemed to be quite fond of one another. 

The next year when he came around to the parish he spied 
the couple again—this time with a baby. 

“Oh, did you get married?” he asked, beaming at the young 
couple. 

Two jaws dropped simultaneously and the thunderstruck 
girl asked, “My gosh, isn’t that what you did the last time?” 

* * * 

Mother: “I just don’t approve of these two piece bathing 
suits.” 

Daughter: “But, mother, you have to wear something!” 

~ ~ a 

We’ve been around a long time. The Seattle office, itself, of 
the MAUK Lumber Co. was started in 1900. 

Our lumber sources are in Oregon, Washington, California, 
Montana, Idaho, and British Columbia, and the Toledo office 
covers the yellow pine from the southern states. We know 
what we can do for you—try us. 

* * * 

Now Simple Celia knows why her boyfriend wore his busi- 

ness suit when he came calling—he meant business. 
* ~ * 

Be the first in the office every morning, the last to leave at 
night, never be absent, always work through your lunch hour 
and one day the big boss will call you in and say, “I’ve been 
watching your work very carefully, Jones. Just what in hell 
are you up to?” 

* ” *« 

What puzzles most married men is what single men do 
with their money. 

* x * 

Temptation is something which, when resisted, gives happi- 
ness and, when yielded to, gives greater happiness. 

” * * 

Do You Know What Dep’t: 

Do you know what a lie is? An abomination unto the Lord 
and an ever present help in time of trouble. 

Do you know what truth is? The shortest distance between 
facts. 

Do you know what honest value is? Any product from the 
MAUK Lumber Co., of course. 


* * * 


MAUK Seattle Lumber Co. 


Seattle, Washington 


x* *« 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
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Package Nails in Coffee Cartons 


ALLENTOWN, PENNA.—Coffee cartons costing 112 ¢ 
each are used by the Anchor Building Supply Co. to pack- 
age nails in half-pound containers. Each carton is labeled as 
to size and price, says store manager William Herbert. 
When customers buy more than one container, the clerk 
tapes them together. The tape is also used to form a handle, 
which makes the carton easy to use on the job. 


Homemade Scoop 


A homemade sand scoop resting on the arms of a small 
fork truck moves 800 pounds of sand at a time at Harri- 
son’s Lumber & Farmers’ Supply Co., Richmond, Mo. The 
s.oop is made of welded steel plate. The fork truck’s arms 
are thrust through holes in the scoop’s back wall. Toward 
the front edge of the scoop two loops of steel have been 
welded; the fork’s arms go through these. 

In this position the scoop is shoved by the truck deep 
into the stock pile of sand. Then the fork truck lifts and 
takes it to the waiting truck. Lowering the scoop to the 
bed of the truck, the operator backs away several inches 
so the fork arms pull out of the steel loops. Then he lifts. 
This movement allows the scoop to tip forward, dumping 
the sand out of the scoop into the truck. To take up an- 
other load, the operator lowers the forks to the ground 
in front of the pile of sand. This brings the scoop to a 
horizontal position. He then pushes into the pile. This 
motion re-seats the arms in the steel loops as the scoop is 
driven into the sand for another 800 pounds. 


August 4, 1958, AMERICAN LUMBERMAN 





Sntroducing He new 


No. 380 FOLD and 
SLIDE DOOR 


The smoothest 


tn movement 


Juts a slight touch on the door ix 

pull starts the sliding, folding 

action to fully open or close this \ 
\ 


smart new type of flush door. \\T : SS 























Two sets of double doors can be Nay 
used to serve larger openings. * aN 
Noiseless nylon pivots carry door 

weight and nylon roller guides 

door in adjustable steel track 

mounted at top of opening. No 

track on floor to catch dirt. 

Adjustable rubber stop is pro- 

vided to keep doors firmly closed. 












































STEEL GALVANIZED TRACK 


Pivot brackets are adjustable, both laterally and vertically, and never 
need lubrication. Bottom door aligners to keep four panel installations 
in perfect alignment. 





Jamb bracket permits use with 


either wood or concrete floors. € M PA N Y 
No measuring needed to locate 


bracket—just attach to jamb. All 


" hardware zinc and chromate STERLING, ILLINOIS 


rors rwor scans oune sous | MA NU FACTURING 


BRACKET plated. 
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BRIXMENT 
MORTAR 


Has Better Water-Retention 


Bi ai ses 
Place a dab of Brixment mortar and a dab 
of ordinary cement-and-lime mortar on a 
brick. Wait a minute, then feel each mortar. 


The one that stays plastic longer will be 
the one having the highest water-retention. 
Feel the difference with Brixment mortar! 


—AND HIGH WATER-RETENTION IS 
ESSENTIAL TO WELL-BONDED, WATERTIGHT MASONRY 


Water-retaining capacity is the ability 
of a mortar to retain its moisture, and 
hence its plasticity, when spread out on 
porous brick. 

High water-retaining capacity is of 
great importance in mortar. If the mor- 
tar does not have high water-retaining 
capacity, it is too quickly sucked dry by 
the brick: the mortar stiffens too soon, 
the brick cannot be properly bedded, 


and a good bond cannot be obtained. 


Brixment mortar has high water-retain- 
ing capacity. It strongly resists the suck- 
ing action of the brick. Brixment mortar 
therefore requires less tempering, stays 
smooth and plastic longer when spread 
out on the wall. This permits a more 
thorough bedding of the brick, and a 
more complete contact between the brick 
and the mortar. The result is a better 
bond, and hence a stronger and more 


water-tight wall. 


LOUISVILLE CEMENT COMPANY, LOUISVILLE 2, KENTUCKY 


Cement Manufacturers Since 1830 
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